


°Aprn ar 
FORESTRY 














Products 
ier Satur 
classified 


in Pub. 
3 allowed 


er count 


allowed. 


rd per in 
per line 
d per in. 


y work, 
Lumber- 





onditions. 
and full 
mberman, 


SSS ee 
om, 


ee 
Sees 
Sion 














———— 
position, 
ferences: 
State 

§-27 








BEHIND THE MILLS--THE CONNOR TIMBER STANDS} 










7) th Anniversary 


CONNOR 
FOREST PRODUCTS 








The Connor Lumber and Land Co. | 
~ MARSHFIELD, WISCONSIN 


Manufacturers of | 
a | 7 


LAYTITE MAPLE AND BIRCH FLOORING Tl 
KILN DRIED “FLAT AND STRAIGHT” | Ai 
MAPLE AND BIRCH LUMBER | Per 
ROCK AND GREY ELM Stat 


ASH AND BASSWOOD _— A.D. OR K.D. rs 
HEMLOCK AND PINE BOARDS, DIMENSION AND SIDING 


«iin 


‘xs 
% a, 
. hs AP: 
* MAS, 
w PAR 











oR. webaitah a saree 





ARTHUR A. HOOD 
Editor 


HENRY GARNJOBST JR. 
Managing Editor 


RICHARD W. DOUGLASS 
BARBARA F. JOHNSON 
RICHARD C. ART 
L. MorGaAN Yost, AIA 
Associate Editors 


R. Y. KERR 
Washington Editor 


J. F. SCHAFFHAUSEN 
Farm Building Consultant 


fo Bus 

‘ 4e 
$ s 
S $ 
“gl : 
e = 
* 2 

RY watt 


Member: Audit Bureau of 
Circulations; Associated 
Business Papers, Inc. 





HERBERT A. VANCE 
Publisher 


WILLIAM E. VANCE 
General Manager 


J. R. HANNON 
Circulation Manager 


W. G. SIMPSON 
Advertising Manager 


J. P. AUSTIN 
Western Manager 


E. W. CHAPMAN 
Eastern Representative 


G. BERT FOSTER 
Southern Manager 


L. J. POHLMANN 
MILTON D. PRICE 


Mid-West Representatives 


PUBLISHED EVERY OTHER WEEK at 
139 North Clark St., Chicago 2, Ill. 
Telephone Central 1281 @ OFFICES 
IN OTHER CITIES: 175 Fifth Ave., Room 
1601, New York 10,.N. Y., Telephone 
Algonquin 4-1145 @ 3000 39th Street 
N. W., Washington 16, D. C. @ 4457 
Stuart Bldg., Seattle, Wash. @ 822 
Perdido St., New Orleang 12, La., Tele- 
Phone Canal 2604 @ Terms of annual 
subscription, postage paid: United 
States and Canada, $3. All other coun- 
tnes in the Universal Postal Union, $15. 
Single copies, 25 cents, except Refer- 
ence and Directory Number which is 
$1. Copies of issues prior to the current 
year, if available, $1 each. In chang- 


ing address, give old as well as new 
address, 


NOTE: All subscribers receive a MAIL 
notice, from the publishers, in advance 
of the expiration of their subscriptions. 


Copyright 1947 by American Lumberman, 
Inc. 








AMERICAN LUMBERMAN & 


Burpie Propucts Mercnaxpiser 


Contents for NOVEMBER 22, 1947 


SE ois os oct ewadaaw vb obaeedmnghe weed enewe nee 7 
Coming Conventions ee eee ss 
Letters to the Editors mae ee ee ree 14 
Washington Calendar _. haiti — 
Editorial—National Teamwork ..................... eee 


Master Merchant—Package Selling In the Town—On the Farm.... 31 
Here is a good example of how one-stop service is successful in 
a small town. 


New Kitchens for Old 1 saat tn aes js 
Pictorial page with before and atter photos showing several sug- 
gestions for remodeling kitchens. 
One Hundred Homes Rolled into One Big Display.............. 36 
All types of building materials and home decorations are dis- 
played for customers to examine in new Texas store. 
New Farm Building Designs .............. ee Sine aa ea 
On these pages are floor plans and working diagrams for newly 
designed dairy barn and combined corn-crib and granary. 


Your Profit Making Forum ....... wl Use hs a Shednsa city os Se acter ae ee 


National Teamwork ...................... namin pana ae 
New section of the magazine is written by the NRLDA about its 
dealer-members throughout the country. 
Central Hardware's Super Store............................. 44 
Self-service and millwork shop for tailored lumber service are 
features of this new store. 
Salesmanship Series—The More You Learn the More You Earn.... 48 


For the salesman who wants to see his sales keep climbing here 
is a guide to what he should keep on studying. 


Management ‘Series—Taking a Personnel Inventory............ . 52 


Fitting men and jobs into a harmonious pattern is the way to get 
the most from your company’s greatest asset—its manpower. 


Merchandising Clinic ...... ee ee ee er 58 
What's New?—Products, Literature, Sales Aids... . 60 
Lumber Market Analysis ; | re 7 
Names in the News... 74 
Classified Advertising . 78 
Index to Advertisers 82 


THE AMERICAN LUMBERMAN & BUILDING PRODUCTS MERCHANDISER PLATFORM 


1—Organization of an integrated and articulate construction industry which will 
provide more and better building products to consumers at lower real costs with 
fair wages and profits to all who serve in the industry. 

2—Coordination of all production, marketing, research and professional activities 
concerned with the development, sale, and delivery to the consumer of building 
products—including the functions of the manufacturer, wholesaler, retailer, architect, 
realtor, contractor, mechanic, financier, association official and public servant. 

3—Identification of the building products merchant as central headquarters for 
the industry's consumer selling activities in the local community. 

4—Perpetuation of the American ideal of a free people as the basis of a more 
abundant and meaningful life for all. 

5—Informative, educational and merchandising-minded journalism and service 
toward these ends. The Editors 


AMERICAN LUMBERMAN & BUILDING PRODUCTS MERCHANDISER. Published every other week by American Lumberman, Inc.~ 
Established 1873—Office of Publication, 139 North Clark Street, Chicago 2, Ill. Entered a3 second-class matter-Oct. 2, 1946 at the Post 


Office at Chicago, Illinois, under the Act of March 3, 1879. 





P || 
ihe 
| 


‘Scar cReMOTT tHe 


a sensor 



















Hudson Lektrik-Hen 

No. 4872 (shown at top in 
large photo) for 500 day-old 
chicks. 48 in. x 72 in. 


SIZES FOR EVERY POULTRY RAISER’S NEEDS 








Hudson Lektrik- 
Hen Battery 
Hudson Lektrik-Hen MBrooders. Use 
: No. 2432. The brooder the same basic, 
Hudson Lektrik-Hen  ¢o, small broods. For proved principle 
No. 4848 for 300 day-old 199 day-old chicks. as Lektrik-Hen 
chicks. 48 in. x 48 in. 24 in. x 32 in. Floor Brooders., 





Sprayers and Dusters 


Hay Tools and 
Barn Equipment 


Livestock Equipment 


So easy 
to point out 
the good 
points 


HUDSON 
“ Lehktrih-Aea* 
BROODER 





Let’s go over the sales-making features of Hudson 
Lektrik-Hen Brooders, just as you would with a 
customer. See those powerful, enclosed heating el- 
ements? They give health-giving radiant heat —the 
kind that puts extra pep, vigor, strength into chicks 
economically. See the two ventilating flues. They 
carry off excess moisture — litter stays dry —chicks 
stay healthy. Cold air blends with warm—temperature 
is the same all over —chicks won’t huddle. 

Needs more sales points? Then show the adjust- 
able legs, the fuel-saving insulation, the dependable 
thermostat, the rugged construction. 

You'll find many customers already familiar with 
these points through Hudson advertising in leading 
farm and poultry magazines— millions of messages 
to make sales for you. 

You can sell your first Hudson Lektrik-Hen 
Brooders now—before the brooding season. Order 
several for immediate delivery from your jobber. Or 
write us direct. 


© 1947 H D.H. MFG, Co. *r,M. REG. U. S. PAT. OFF. 


Poultry Equipment 


Farm Ventilation 
Equipment 


TESTED AND PROVED EQUIPMENT 
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OCTOBER HOME BUILDING continued at an almost record- 


rate. The Bureau of Labor Statistics reported that the volume of 
new privately financed residential building put in place during 
October reached the 500 million-dollar mark. Total volume of new 
privately financed residential construction for October exceeded 
the amount spent on non-residential building by 78 percent. In 
January of this year the margin was only 9 percent. 


HOUSING PRICES also reached new heights, the United Indus- 


trial Associates, an engineering research firm, reported. It was the 
fifth consecutive month that housing prices have advanced. They 
are now at 131 percent above the 1935-1939 level. Increases in 
housing prices, said the Associates, have exceeded every other 
major item in the cost of living. The study claims that housing 
prices have risen far in excess of both rents and building costs. 


HIGH LABOR COSTS are one reason for increased construction 


costs. In its Oct. 15th issue, the Wall Street Journal, which has 
made a comprehensive study of the housing shortage, says that 
building labor today is doing 30-50 percent less work than before 
the war. 


NEW CONSTRUCTION FORECAST for 1948 places the overall 


volume 13 percent ahead of this year. The forecaster is David S. 
Miller, president of the Producers’ Council. It is based on estimates 
by the Council’s economists, who place the 1948 building volume 
at 14 billions, based on current costs, as compared with an esti- 
mated $12.4 billion for this year. Private residential construction 
is expected to rise 12 percent in dollar volume, according to the 
forecast, and farm building 11 percent. 


INCREASING LUMBER EXPORTS has many retail dealers wor- 
ried, especially with the home building program off to such a good 
start. The NRLDA has addressed a letter to Secretary of Commerce 
Harriman urging the retention of export controls. Estimated one 
billion board feet of lumber would be exported to Europe under 
the Marshall Plan. August lumber production, states the NLMA, 
was almost three billion feet. S. Lamar Forrest of the NRLDA exec- 
utive committee, says quantity to be exported should not disrupt 
domestic housing program. What is worrying NRLDA officials and 
most dealers is the domestic demand for finished items for which 
there is also a strong export demand. 


PAY RAISES were granted some 600 lumber truck drivers in the 
Chicago area under an agreement reached between the Lumber 
[rade Association of Cook County and the A. F. of L. Teamsters 
Union. The increases range from 20!/, cents per hour to 23!/, 
cents per hour, retroactive to July 17. The new hourly rate will be 
$1.421/,. The agreement covers 75 companies with 105 yards. 


HARDWOOD FLOORING OUTPUT in the southern and Appa- 
lachian regions, the nation’s major producing areas, exceeded one- 
half billion board feet for the first 10 months of 1947. Production 
totaled nearly 511,000,000 board feet, more than double that for 
the corresponding period last year, Henry H. Willins, secretary of 
the National Oak Flooring Manufacturers’ Association, reported. 


WHOLESALE LUMBER PRICES, as measured by the Bureau of 
Labor Statistics, reached 286 percent of the 1926 average in Sep- 
tember. This figure was a jump of 60 percent above September, 


1946. It was 44 percent above the post World War I peak reached 
in March, 1920. 
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GOOD RECORD 


Industry shows what it can 
do when free from controls 


FOR the past two months this 
country has been building homes at 
the rate of more than one million 
homes a year. 

September set an all-time record 
for one month—88,000 homes. 

Here is the record thus far for 
the year: 

January, 40,100. 

February, 44,100. 

March, 58,400. 

April, 68,700. 

May, 72,500. 

June, 77,200. 

July, 80,000. 

August, 85,700. 

September, 88,000. 


BUILDING CODE 


Chicago ready to act on code 
based on performance standards 


CHICAGO’S new building code, 
which has been drafted during the 
past year by a group of technical 
experts at a cost of $80,000, will 
soon come before the City Council 
for action. 

The new code specifies what ma- 
terials must do in terms of tests. 
In other words, it is a performance 
code, not a materials code. Chi- 
cago’s building code was last re- 
vised eight years ago. 

If the code is approved, Chicago- 
ans, for the first time, will be able 
to buy and erect prefabricated 
houses in outlying sections of the 
city. 

New York, Kansas City and 
Pittsburgh are among the large 
cities that already have a perform- 
ance code. 


UNION SUPPORT 


Three A. F. of L. groups sign 
to make, erect prefab houses 


THREE international unions of 
the American Federation of Labor 
have signed contracts with sev- 
eral manufacturers of prefabricated 
houses. The unions are the carpen- 
ters, the electricians and the plumb- 
ers-steamfitters. 

Under this agreement, members 
of these three unions will work on 
prefab parts in the plant and also 
on the site. 

Lustron Corp., which expects to 
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produce an enameled-steel house at 
the rate of 30,000 a year beginning 
next June, is the largest manufac- 


turer signed. The house requires 
no painters, plasterers or lathers. 


DODGE REPORTS 


Total volume slightly off 
for first nine months of '47 


CONTRACTS awarded for con- 
struction in the 37 states east of 
the Rocky Mountains during the 
first three quarters of this year to- 
taled $5,626,111,000, representing 
a decline of 6 per cent from the to- 
tal reported for the corresponding 
nine months of last year, F. W. 
Dodge corporation reported. 

Areas showing contraseasonal 
gains in September over August 
included upstate New York, north- 
ern and eastern Ohio, and Middle 
Atlantic states, Minnesota and the 
Dakotas, western Pennsylvania and 
West Virginia. 

Projects classified as publicly 
owned are running substantially in 
advance of 1946, accounting for 29 
per cent by dollar volume of all 
building and construction contracts 
reported in the 37 states in the first 
three quarters, the corporation’s 
figures show. 


N. H. RETAILERS MEET 


N. P. Clough elected president 
at session held in Manchester 


N. P. CLOUGH of the N. P. 
Clough Lumber Co., Lebanon, was 
elected president of the New Hamp- 
shire Retail Lumbermen’s Associa- 
tion, succeeding Richard A. Huber, 
at the association’s 19th annual 
meeting held in Manchester, N. H., 
Nov. 8. 

Other officers elected were: Regi- 
nald F. Holt, Trumbeil Nelson Co., 
Hanover, vice president; Earle F. 
Boutwell, Boutwell Lumber Co., 
Concord, treasurer; Harold W. 
Greatorex, Prescott Lumber Co., 
Meredith, was re-elected secretary. 

The speaking program was 
headed by Norman P. Mason, pres- 
ident, National Retail Lumber 
Dealers Association. Mason ad- 
vised dealers that this is a good 
time to sell the free enterprise sys- 
tem and at the same time protect 
the industry from the threat of so- 
cialized housing. 

Paul S. Collier, secretary-manag- 
er of the Northeastern Association, 


spoke on the subject, “More Nails.” 
Architect Edgar H. Hunter, Jr., 
Hanover, spoke on modern archi- 
tecture. 


HOME SHOW 


THE first home show to be held 
in northern California since before 
the war will be held at the Civic 
Auditorium in San_ Francisco, 
April 7-14. The show is being 
sponsored by the San Francisco 
Real Estate Board and the Asso- 
ciated Home Builders of San Fran- 
cisco, Inc. It will cover 80,000 
square feet of floor space. One 
feature will be completely furnished 
model homes. 


CEMENT OUTPUT 


Output expected to exceed 
record production in 1942 

CEMENT production for the 
first eight months of this year was 
about 117,000,000 barrels, running 
more than 1,000,000 barrels ahead 
of the similar period in the record 
war year, officials of the Portland 
Cement Association reported re- 
cently at their annual meeting in 
Chicago. 

This year’s record is expected to 
top the 182,781,000 barrels turned 
out in 1942. Shipments are ex- 
pected to fall short of 1942, officials 


said, because the industry began 
the year with a smaller carryover, 

Although cement output contin- 
ues high, many retail lumber deal- 
report difficulty in securing 
Partial blame for this 


ers 
shipments. 


situation is placed on the freight 


car shortage. 


CHICAGO PERMITS 


PERMITS for new homes in the 
Chicago area in October hit the 


highest mark since 1940, when ree- 


ords combining Chicago with the 


suburban area first became avail- 


able. 


The report shows that permits 
for dwelling units in October in- 
creased 63 per cent over October, 


1946, while the 
than doubled. 
ures are: 


ber, 1946—1,499 
$10,421,134; 


October, 


valuation 
The comparative fig- 
1947—2,437 
dwelling units, $20,937,666; Octo- 
dwelling 
September, 


units, 


1947— 


2,459 dwelling units, $19,750,376. 


BATHROOM PLANNING 


Bureau offers unique booklet 
exclusively on 


SUGGESTIONS 
bathrooms and powder rooms are 
offered in a new booklet, ‘Modern 


Bathroom Plans, 


>? 


just 


this 


for 


planning 


published © 


















































“We've got a lot of these to put up today, Lady, so will you please make up your mind 
which street you want to live on.” 
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History records the Wright Brothers’ many 
trials and tribulations in realizing their ambi- 
tion to “fly like a bird.” 
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Modern |- 


blished Kinzua has had many problems to solve in 
furthering its ambition to have a permanent 


operation. 


Just as the Wright Brothers eventually suc- 
ceeded—so Kinzua expects in time to accom- 
plish its goal. 


wet 
—T""¢ 


Much has already been done toward making 
Kinzua a permanent operation. A vast timber 
reserve has been built up. All cutting for the 
past several years has been on a selective 
basis. If Mother Nature is left free to do her 
work in the normal way and is not handi- 
capped by fire or moisture deficiency, in two 
or three decades Kinzua should have a self- 
perpetuating forest—and a permanent opera- 
tion—and be able to offer its customers a 
continuous supply of famous “Quality Guaran- 
teed” Kirzua Ponderosa Pine. 
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Active Fall Building 
Stimulates Demand 
for Western Woods 


With home and farm builders over a 
large part of the country seeking to 
complete structures before winter, buy- 
ers have been pressing for quick ship- 
ments on many orders. 

As a result, your Western Wholesalers 
have been exceedingly busy running 
down stock and getting cars to accom- 
modate customers. Rail shipping space 
has continued somewhat tight. 


Mills have been operating at good 
levels. Log supply going into winter 
is generally regarded as better than 
normal. 


All in all, your Western Wholesalers 
feel that they have been doing a very 
creditable job for customers, in view of 
the heavy fall demand. 


MAUK SEATTLE LUMBER COMPANY 
SEATTLE, WASH. 
HOMESTEAD BRAND 
WESTERN LUMBER MERCHANTS 


CARL SODERBERG ere 
LUMBER COMPANY 


Corp., Prine- 
Ma Spokane, 
mufacturers and Wholesalers Washington 
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Duncan Lumber Co., Inc. 


White Bldg., Seattle | 
Specializing in dimension. and boards. 


Edward J. Sherman Lumber Sales 


Board of Trade Building 
Portiand 4, Oregon 


Morrill & Sturgeon 


Lumber Co. eee 
Yeon Bidg., Portland, Ore. 











Pacific National Sales Co. 


West Coast Lumber 
Charles B. Hurley, Pres. 


P. O. Box 1587, Tacoma 1, Wash. 
WALES LUMBER COMPANY 


Old National Bank Building 
eee - - - WASHINGTON 











564 Market St, San renthen 4, Cal. 
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by the Plumbing and Heating In- 
dustries Bureau. 

The booklet contains a total of 
34 plans. They are intended (1) to 
suggest a good plan for a family 
bathroom; (2) to show economical 
combinations of rooms and fix- 
tures; and (3) to indicate how it is 
possible to secure bathroom effi- 
ciency in minimum areas. 

Copies of the booklet may be 
secured for 10 cents by writing to 
the Plumbing and Heating Indus- 
tries Bureau, 35 East Wacker 
Drive, Chicago 1. 




















“Keeps me in a good mood—it’ s 
the wife of my competitor” 
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NATIONAL FORESTS 


Timber cut for last quarter 
continues to set a record 


THE timber cut from the Na- 
tional Forests is increasing. 

For the quarter ending Sept. 30 
the cut totaled 1,127,000,000 board 
feet, an increase of 24 million board 
feet above the amount cut in the 
same quarter last year. The cut for 
this last quarter was the largest 
ever registered in any one quarter 
on National Forests. 

The Forest Service estimated 
that the value of the quarterly cut 
this year was $5,430,000, an in- 
crease of $867,000 over the value 
of the cut in the corresponding 
quarter last year. 

Washington and Oregon were re- 
sponsible for the bulk of the in- 
crease in the cut. This was the 
fifth consecutive quarter in which 
the timber cut has been above that 
of the corresponding quarter of the 
previous year. 
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MISSISSIPPI MEETING 


Timber growth in Mississippi 
is traced by Dean McLemore 


DR. R. A. McLEMORE, dean at 
Mississippi Southern College, gave 
an historical account of the timber 
industry in Mississippi as the fea- 
tured speaker at the recent meeting 
of the Mississippi Lumbermen’s 
Club in Hattiesburg. 

Other speakers were H. (, 
Berckes, secretary-manager of the 
Southern Pine Association, and W. 
H. O’Brien, trade promotion man- 
ager of the same concern. 

More than 60 lumbermen from 
Louisiana and Mississippi attended 
the meeting. Club meetings are 
rotated in various cities through- 
out the state to give every lumber- 
man an equal opportunity to attend. 


CONVENTION SCHEDULE 


Below is the latest schedule of 
association conventions listed in 
1948 by the Building Material Ex- 
hibitors Association. No announce- 
ment has yet been received from 
associations in Montana, Arizona 
and Georgia. 

Jan. 12-14—Northwestern Lum- 
bermen’s Association, Minneapolis, 
Auditorium, exhibits. 

Jan. 13-15—Kentucky Retail 
Lumber Dealers Association, Louis- 
ville, Brown Hotel, exhibits. 


Jan. 20-22—Ohio Association of 
Retail Lumber Dealers, Cleveland, 
Auditorium, exhibits. 


Jan. 26-28—Northeastern Retail 
Lumbermens’ Association, New 
York, Hotel Pennsylvania, exhibits. 


Jan. 28-30—Southwestern Lum- 
bermen’s Association, Kansas City, 
Auditorium, exhibits. 


Feb. 3-5—Michigan Retail Lum- 
ber Dealers Association, Grand 
Rapids, Pantlind Hotel, exhibits. 


Feb. 4-5—Lumber Dealers Asso- 
ciation of Western Penna., Pitts- 
burgh, William Penn Hotel, ex- 
hibits. 


Feb. 4-6—Middle Atlantic Lum- | 


bermens Association, Atlantic City, 
Claridge Hotel, no exhibits. 


Feb. 9-10—Tenn. Lbr., Millwork | 


& Supply Dealers, Knoxville, An- 


drew Johnson Hotel, exhibits. 
Feb. 10-12—Illinois Lumber & 
Material Dealers Assn., Chicago, 
Sherman, exhibits. 
Feb. 11-13—Mountain 


Lumber Dealers. Assn., 
Shirley-Savoy, exhibits. 


Denver, 


States | 
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sippi Feb. 11-13—Carolina Lumber & 
nore Building Supply Assn., Charleston, 
S. C., Francis Marion Hotel, ex- 
n at “ys 
hibits. 
rave 
re Feb. 13-14—-West Virginia Lum- 
seed ber Supply Dealers Assn., Charles- 
= ton, W. Va., Daniel Boone Hotel, 
ens 


no exhibits. 
Md, AAA , h, 
c Feb. 16-18—Western Retail .' f t \ H [ 7 N 
the Lumbermens Association, Svokane, 
1 W. Hotel Davenport, exhibits. ; 


man- 
Feb. 17-19—Wisconsin Retail 
Lumbermen’s Association, Milwau- 


from ade dee 
kee, Auditorium, exhibits. 


nded 


are Feb. 19-20—Virginia Building |§ ra 
ugh- Materials Association, Roanoke, 
aber- Hotel Roanoke, no exhibits. YUCEd 
tend. 
Feb. 23-24—Nebraska Lumber at K. ~— 


Merchants Association, Omaha, 
City Auditorium, exhibits. 





le of 

d in — Mar. 2-8—North Dakota Retail [J — Tt 
| Ex- Lumbermens' Association, Fargo, |§ 

unce- location not yet announced, exhib- 

from its. 

izona 


FRONT VIEW 





Designed by engineers to produce 
maximum heat per pound of fuel 
consumed. Conducts incoming 
cold air directly behind dead 


. Mar. 9-11—Indiana Lumber & 
on of | Builders’ Supply Assn., Indianap- 






Mar. 4-6—Intermountain Lum- a ) 
ber Dealers Assn., Salt Lake City, ~~ 

Lum- Utah, exhibits. = 
polis, J | 

Mar. 8-10---Independent Retail ) 
tail Lumber Dealers Assn., Minneapolis, 
ouis- Radisson Hotel, exhibits. 

8 } : 



































eland, | olis, Murat Temple, exhibits. REAR VIEW center, hottest part of fire’ box. 
Retail Mar. 11-12—Mississippi Retail : 
N vais Lumber Dealers Assn., Biloxi, These are new, top quality Thermaflo fireplace units and parts ex- 
sibits Buena Vista Hotel, exhibits. actly like hundreds we’ve sold at much higher prices. But, we are 
- closing out this department. That’s the reason for these money-saving 
Lum- Mar, 15-17—Ontario Retail Lum- values. So place your order NOW! All these items must be sold. 
City, | ber Dealers Assn., Toronto, Royal 
| York Hotel, exhibits. ™ 
. i PRICE * 
a Mar. 17-19—Iowa Retail Lum- QUANTITY - 
Grand [) bermen’s Assn., Des Moines, Coli- 64 each 32” Thermaflo.......-.----..0-es-eesoonneen pages 
ibits. | seum-Savoy Hotel, exhibits. | GQeak 1 Teeee.......................... 27.30 ea, 
Asso- ee — 10 exch «60. 42" Tineomeiie..............-..................... 38.50 ea. 
Pitts- Mar. 17-18—Louisiana Building | ~ 
_— Material Dealers Association, New | 13 each 48 _Thermaflo Be OP ale Ou 51.80 ea. 
Orleans, Jung Hotel, exhibits. 8 x 8 Cast Aluminum Grilles (set of 4)............-.. 3.70 set 
— | hic, Shit Bedin Katie NI are I iiss ececvertcniernens 3.25 ea. 
4um- Mar. 23-25—Florida Lumber i i 
“ i -Out Doors............... 1.75 ea. 
e City, Fj Millwork Association, Jacksonville, | pe com ceune naa ee 1 n 
| George Washington Hotel, exhibits. ? 9 x 6 Ash Dumps........... 40 Ca. 
ork i ; * All Prices F.0.B. Oklahoma City, Okla, Subj Prior Sale. 
nas rs a | April ee Ee | trices ahoma City a, Subject to Prior Sale 
“dl , ' ciation of Texas, Galveston, Munic- 
” ) ‘pal Pier, exhibits. 
ber & 
nicago, April 1-2—New Jersey Lumber- 
—@ mens Association, Atlantic City, 
States I ‘iotel Traymore, no exhibits. 
er, . 
nave, © _ April 15-16—Southern California 
etail Lumber Association, Los Box 5008, Farley Station 
‘ \ngeles, Biltmore Hotel, exhibits. Oklahoma City, Oklahoma 
AN ¢ 
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Appalachia 


For Buyers Who Demand Quality 


om 


[he natural excellence of Appalachian Hardwoods 


softness 


of texiure, easy workability, beauty of grain, uniform quality 


appeals to discriminating hardwood buyers everywhere. 


For 


utmost in satisfaction on your hardwood requirements, consult 
the leading concerns on this page. 


*Marshall Lumber Cc.........Marion, N. C. 
Hardwoods—Hemlock and White Pine. 


D. D. Brown................Elkins, W. Va. 
Mirs. Band and Circular Sawn West Virginia Appalachian 


Hardwoods—Kiln-Drying and Planing Mill Facilities. 
Established 1880. 


*Christian Lumber Co... ...Monticello, Ky. 


Appalachian Hardwoods Exclusively 
Shipping Point: Burnside, Kentucky 


The M. B. Farrin Lbr. Co... .Cincinnati, Ohio 


Kiln-Dried and Air-Dried Appalachian Hardwoods. 
Oak and Maple Flooring. 


“Century” 


*Morrison, Gross & Co.......Erwin, W. Va. 


Lignasan-dipped West Virginia Hardwoods. Band Mill, Dry 


Kiln and Planing Mill. 


*M. E. Crisp Lbr. Co.........Welch, W. Va. 


West Virginia and Kentucky Appalachian Hardwoods, Oak, 
Poplar, Beech, Maple, Ash, Hickory, Chestnut and other hard- 
woods. All facilities. 


*Stearns Coal & Lbr. Co.......Stearns, Ky. 


Appalachian Hardwoods, Hemlock and White Pine. 


*Cherry River Boom & Lbr.Co., Richwood, W. Va. 


Appalachian Hardwoods, Flooring, Planing Mill Products, 
Glued Dimension. 


*Huntington Hardwood Co., Huntington, W.Va. 
Manufacturers and Exporters Appalachian Hardwoods. 
American Black Walnut Lumber a Specialty. 

Mill and Yard: Kenova, W. Va. 


*The Mower Lbr. Co.....Charleston, W. Va. 


West Virginia Hardwoods, Air-dried, Kiln-dried, Rough or 
Surfaced. 
Mills: Omar, Marmet, Cass, Colcord and Pettus, W. Va. 


J. B. Belcher..............Bluefield, W. Va. 


Appalachian Hardwoods, Air or Kiln Dried. 


*P. W. Plumly Lumber Corp., Winchester, Va. 


Band Sawn Appalachian Hardwood Lumber, 
Modern Moore Dry Kilns and Planing Mill. 


*JjJ. P. Hamer Lbr. Co........Kenova, W. Va. 


Manufacturers 
Appalachian Hardwood Lumber 


*Meadow River Lbr. Co....Rainelle, W. Va. 


Manufacturers of West Virginia Hardwood Products. 


“Wood-Mosaic Co., Inc.......Louisville, Ky. 


“Parkay’’ Ready-Finished Hardwood Flooring, Lumber, 
Veneers, Dimension. 


“McCracken & McCall, Inc...Lexington, Ky. 


Appalachian Hardwoods POPLAR BEVEL SIDING 
Band Saw and Planing Mill at Flat Lick, Ky. 


*Mowbray & Robinson Lbr. Co., Cincinnati, O. 
Mills at Combs, Ky. and West Irvine, Ky. 
Complete Line of Appalachian Hardwoods. Maple and Oak 
Flooring. 


Hutton & Bourbonnais Co....Hickory, N. C. 


Soft-textured Appalachian oak, 
strobus white pine. 


' poplar, chestnut and pinus 
Planing mills, dry kilns, box factory. 


«Warner Lumber Co........Asheville, N. C. 


Quality Hardwoods, Hemlock and White Pine. 


*W. M. Ritter Lbr. Co.......Columbus, Ohio 


Appalachian Hardwoods 
Dry Thick Oak—Boat Oak 


* Member Appalachian Hardwood Manufacturers, Inc. 
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“WE'RE LOW ON GATE CITY 
AWNING WINDOWS AGAIN” 





oar 


“BETTER ORDER ANOTHER 
CARLOAD RIGHT AWAY” 


It pays to order Gate City Awning Windows by the 
catload for two important reasons: 


They move fast. Wherever introduced, 
Gate City Awning Windows win instant popu- 
larity. Demand builds up into repeat carload 
orders because no other type of window offers so 
much. for the money ... abundant light—natu- 
rally induced circulation—safety in cleaning-— 
indoor installation of storm windows and screens 
— positive no-stick worm and gear operation. 





They bring bigger profits. Our liberal 
catload discount policy brings the cost ‘way 
down...assures the dealer of a better profit than 
he gets from other types of sash. Scores of Gate 
City customers all over the country are carload 
repeat buyers... proof that they find it profit- 
able to buy by the carload. One size (3-36-18) 
answers 75% of their needs. 





GET THE FACTS TODAY! 
Building is stepping up. The market potential for 
windows of advanced design is tremendous. Write 
today for our attractive proposition for complete win- 
dows, windows KD in carload lots and for hardware 
only. Gate City Sash & Door Co., Dept. AL, Fort 
Lauderdale, Florida. 


_ AWNING WINDOWS. 
and Type D Hardware 








| SR ea RON ONS I OTTO TET TB ET 


Export Sales Representative, Frazar & Company, 50 Church St., New York 7, N.Y., U.S.A. 
Cable address: Frazar, N.Y. Agents in principal cities throughout the world. 
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EDITORS 


To the Editor: I read your editorial Js This the 
Perfect Slogan, in your magazine. It is very interest- 
ing and I do like the words Durable Building Products 
and as you have summarized it, I wonder if this 
isn’t a good slogan to put on a national basis. 

We have had one for a good many years, but it 
doesn’t say as much in so few words. Quality Maie- 
rials Are a Lasting Satisfaction. This, of course, 
give you something to live up to and we have tried 
to build our retail organization around quality mer- 
chandise, in fact, nationally advertised merchandise 
wherever possible. . . . We feel that we have grown 
since 19835 many times by trying to be a dependable 
source for ideas, information and materials as well. 

I hope that you get some favorable comment from 
other dealers regarding this slogan but I am for it 
100 percent.—G. KESSLER LIVEZEY JR., presi- 
dent, Livezey Lumber company, Aberdeen, Md. 





The Perfect Slogan 


To the Editor: We were quite interested in your 
editorial, Is This the Perfect Slogan? 

You will readily appreciate why this article appealed 
to us for our slogan is, A Name Famou. for Depend- 
able Roofings and Sidings. 

We have always felt that a manufacturer produc- 
ing materials of dependable quality is keeping faith 
with the trade and it is our aim to produce only that 
type of materials—HARRY P. ALTHEIDE, vice 
president, Globe Roofing Products company Inc., Whit- 
ing, Ind. 


FHA Loans 


To the Editor: Referring to your article on page 
seven of your October 25 issue, can you furnish me 
with the names of any financial institutions who 
will make loans under Title one class three FHA? 

We would like to build some of these houses, but are 
unable to find a lending institution that will even con- 


sider this loanmW. B. CARPENTER, Carpenter 
Lumber company, Oklahoma City. 
Unless your local banks will Cooperate 


we’re afraid there is nothing that any outside 
bank can do for you. We suggest you go to 
your FHA administrator and work with him 
in an effort to persuade one of your local 
banks to take on this type of paper.—The 
Editors. 


Build-It-Yourself Plans 


To the Editor: A month ago in your speech before 
the American Bankers association at their convention 
in Atlantic City, you urged that bankers encourage 
and promote “build-it-yourself plans” for construction 
of homes. Can you, out of your wide contacts, ful- 
nish me with a list of examples in which this has re- 
cently been done or is being done successfully? 


I believe, as you do, that this type of effect should a 
be strongly encouraged and that there is no better 
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Hello, Everybody! This is Ed. Andren, in charge of ship- 
ping at Medford Corporation. The message I have for you 
today is on grade marking. Every one of you recognizes 
that proper grading is one of the most important elements 
in buying and selling lumber. 


In the early days grades were few and there was little 
uniformity. As time passed and grading became more 
specific, grades in the main continued to be based largely 
upon what the log would produce rather than to designate 
Suitability to the buyer’s requirements. 


Accordingly, we believe that most buyers will heartily 
approve of the latest revised grading rules (No. 14) of 
the West Coast Lumber Bureau of Grades, under which 
our Fir products are graded. These are based on the pur- 
pose or end-use to which a piece of lumber is adapted. 
For example, dimension is graded for its strength values, 
finish for its utility, ete. 


Our company, as most of you know, manufactures four 
Species of Western softwoods — Douglas Fir, White Fir, 
Ponderosa Pine and Sugar Pine. All of our lumber is 
graded and regraded three to four times during the process 
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of manufacture, with a final inspection on the shipping 
platform as it is loaded into the car to you. 


Needless to say, our company adheres meticulously to the 
Bureau grading rules—and every piece or bundle of Fir 
carries the Bureau grade-mark and our company’s name. 
This is your guarantee of MEDCO Standards —a Quality 
Product for Quality Buyers. We want you, as our cus- 
tomer, to receive lumber that is, as nearly as humanly 
possible, representative of the grade that is ordered, so 
that its use may be fully realized. 


We put our name on our lumber because we’re proud of 
its quality and manufacture—and we want you to know 
that it is from our mill. We know that the satisfied cus- 
tomer comes back for more, and we expect to be in busi- 
ness for a long time to come. We have huge holdings of 
timber and a forest management plan looking to a 
sustained yield operation that will make our products 
available to you for many years. 


And now, until our next broadcast, this is Ed. Andren 
signing off from Station M-E-D-C-O. 
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Are you ready to sell more 
plywood . .. ready to earn more 
good will from your customers? 
Why not consult IPCO... whose 
trained staffs of plywood spe- 
cialists and merchandisers are 
ready to serve you... to help you 
sell America’s most versatile lum: 
ber... plywood. 








Write or call for our stock and 
price list, today. While our stocks 
are not yet complete, we are receiv- 
ing new shipments, daily. Be pre- 
pared to sell. 


v INDIANAPOLIS PLYWOOD co. 


1300 BEECHER ST. INDIANAPOLIS 7, IND. GA, 4433 


v INDIANAPOLIS PLYWOOD co. 


1ST & COLUMBIA STS. LAFAYETTE, IND. PHONE 2345 


v OHIO VALLEY PLYWOOD co. 


VINE at SPRING GROVE CINCINNATI, OHIO WO. 9280 














LETTERS 


time than the present to give such encouragement. 
Certainly if our forefathers could build sturdy struc- 
tures, .as they did, with their own help and the occa- 
sional assistance of neighbors, we should be able to do 
so today with pre-cut lumber and large units of pre- 
fabricated materials. 

Any information or advice as to how and where 
these self-help programs are being carried out suc- 
cessfully will be very much welcomed. Perhaps the 
member institutions of our Bank system can help in 
financing such effort and increase the volume of houses 
that are thus being produced at substantial savings. 
. . -—ORMOND E. LOOMIS, Home Loan Bank board, 
Washington, D. C. 

You have hit on a subject of great interest 
to us. We are starting an editorial survey of 
the amount of build-it-yourself work going on 
in the country.—The Editors. 





WANTED! 
Stories of Build-it-Yourself Activities 


An increasingly important trend in the light 
construction field is the number of homes, barns, 
smaller buildings and structural improvement 
jobs that are being built by the consumers 
themselves. 

Several dealers have told us that they are 
selling direct to consumers increasing numbers 
of house jobs and other types of jobs on a ma- 
terials only or a “materials” package basis. 

The consumer-customer then (a) does the 
building himself (b) gets his friends to help him 
(this is a fine old American tradition) or (c) 
hires a carpenter foreman to assist himself 
and his friends in erecting the building. 

This trend may tend to alleviate both the 
shortage of building mechanics and the high 
cost of construction. 

We know of one instance where skilled me- 
chanics in non-building trades purchased gov- 
ernment surplus floodlights—set them up—and 
worked far into the evening hours night after 
night helping each other build low cost homes. 

We would like to give wide publicity to suc- 
cessful case histories of build-it-yourself proj- 
ects. Won’t you write us about such develop- 
ments in your area? 

The Editors. 











Home Financing in Canada 

To the Editor: Could you furnish me the name 
of a finance company who operates in the Province 
of Ontario, Canada. I wrote Allied Building Credits 
but they don’t operate there and don’t know anyone 
who does. 

It is not mortgage service that I am interested in 
but financing accounts receivable and installment sell- 
ing.—S. C. HADLEY, S. C. Hadley Inc., Detroit. 

We do not know of any finance company op- 
erating monthly payment plans in Canada, 
but we suggest you contact a bank in the 
Canadian banking system which we believe 
has provision for this type of loan.—The 

Editors. 
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WAS MING TON 


TITLE VI mortgage insurance has about reached 


the $4,200,000,000 limit set under the present author- 
ization. Officials hadn't expected this to happen 
before next spring. Something will have to be done 
about it, but fast, if the veterans’ housing program 
isn't to be hampered. 


NAHB meeting in Washington moved to bring this 


matter before the special session of Congress. 
Edward R. Carr, president, National Association of 
Home Builders, asked that the authorization be in- 
creased by a billion dollars; said this sum would 
carry the program through the first quarter of next 
year. 


NEW CONSTRUCTION in October ran 17 per- 


cent higher than in October of ‘46. The Department 
of Commerce has estimated that construction for 
the first 10 months of this year exceeded by about 
4 percent the total construction of ‘46. These com- 
parisons are in dollars; not in cubic footage. Prices 
this year, of course, are higher. 


HIGH-VOLUME CONSTRUCTION seems likely to 


continue until at least well into next year. No guar- 
anty attached; but that’s the way the smart money 
is playing it. Prices are likely to stay up there; both 
because some critically important lines of materials 
are in short supply and because, at this writing, 
general inflation is still on the prod. 


FOREIGN RELIEF AID can't now be estimated 


with any exactness. State Department is asking a 
larger interim grant than had been expected and 
Congressional leaders are registering shock. Some 
tid— probably a fair proportion of the amount 
asked — will be granted. 


SOME BROAD CONTROLS are going to show up. 


No prospect, as of now, that price controls at the 
retail level will be reimposed. They might be, even- 
tually, if jet-propelled inflation continues to point 
at the moon, but it's a reasonable hope that they'll 
not ov necessary. Count them out for at least some 
montns. 


EXPECT WASHINGTON to begin acting like papa 


again in the field of general supply. Papa, who 
knows best. Sorry. Not our idea, you know. Ex- 
port controls will be provided with larger teeth. 
Look for priorities and allocations, at least in the 
more crucial lines. This will happen, most likely, in 
the regular session of Congress. 
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STEEL is apt to get most of the capital's attention, 





since it's the key material in industrial production. 
Reports indicate that somewhat larger amounts of 
lumber will be exported. This may well be of little 
effect on the domestic market, since lumber buying 
for export had almost stopped. Story is that a cer- 
tain amount will begin moving into export rather 
soon. 


FEDERAL CONTROLS are not likely to issue in 


serious shortages in the domestic markets. Total 
exports, compared with last year’s figures, are likely 
to be smaller rather than larger; U. S. production is 
expanding, after the slump of last spring. But these 
controls will jiggle the pattern of business. 


RISING PRICES are the factors feared at home. 


Like this: Personal income after taxes and such, 
measured on a national scale, has increased 16 per- 
cent since June of last year. But consumer prices, 
during the same period, have increased 23 percent. 
This seems to point toward another round of wage 
increases, next spring. 


BUILDING MATERIALS are still rising in prices; 


though the statistics are not too exact. One report 
has it that building costs have more than doubled 
since ‘41. Not on an even level, the country over. 
Certain grades of lumber have touched new highs. 
Cement, metal fixtures, nails, brick and some kinds 
of roofing are going up in price. 


HIGH BUILDING PRICES, unlike high food costs, 
don't hit everybody. Sure enough, a lot of people 
would like to build, but if they can’t afford it they 
manage in some way to get by. Enough people 
with the necessary cash are ready to buy all the 
available building materials. Chief effect of high 
prices is to put pressure behind the T-E-W bill. 


WAGE INCREASES on a big scale, followed as 


they would be by a corresponding round of con- 
sumer-goods price increases, might shove enough 
unorganized workers and fixed-income citizens out 
of the national markets to have a serious influence 
on national employment. So efforts will be made 
in Washington to avoid a general wage hike. 


WAGE-HOUR LAW CONTROVERSIES are again 


to the front. The NRLDA has appeared before the 
House Education and Labor Committee, protesting 
what appears to be an effort to bring all retail 
employes under the provisions of the act, despite 
the language of the law. An old contest that calls 
for sharp clarification by Congressional amendment. 
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TIMBER 
TWIN PROFIT 
PULLERS 


Cut Gourlog 


Hire this unbeatable Dorsey team to set new logging 
records for you! Durability and low maintenance are 
assured. No logging requirement can stump the Dorsey 
Timber Twins—the sturdy Model C-511 Utility Pole 
Trailer and the rugged Model S Skidder! 


Dorsey’s adjustable Pole Trailer, with a minimum of 
underslung weight, carries the load om the springs! 
Easier Towing results. Wear is reduced. Easy to load 
and unload, the C-511 Pole Trailer certifies more pay- 
loads per day. 


With the reliable Model S Skidder, you get PULL! ih 
spots too tight for the Pole Trailer. The economical 
Skidder attaches easily to any truck. One operator 
handles both truck and Skidder to slash your expenses. 


Yes, for even greater teamwork, the unbeatable Dorsey 
Timber Twins work hand-in-hand with the Economic 
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Model C-511 


UTILITY POLE TRAILER 


yw | 


Twins — Dependability and Low Main- 
tenance. Talk over their amazing 
performances with your nearby Dorsey 
dealer or distributor today! 





WRITE FOR LITERATURE 


















TRAILERS 


ELBA, ALABAMA, U.S.A. 
MODERN DESIGNED TRANSPORTATION 
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With this issue the American Lumberman & 
Building Products Merchandiser launches a new 
Department of National Affairs — the National 
Affairs of the Retail Lumber and Building 
Products Industry. 


Each year during the 30 years of its history 
the National Retail Lumber Dealers association 
has come closer to the ideal of a true federation 
of the regionally organized groups which con- 
stitute a great national industry. 


Heightened significance and growth has been 
achieved this year. 

Overall retail sales in our country will exceed 
one hundred billions of dollars in 1947. Of this 
amount at least six billions of dollars, represent 
consumer expenditures for lumber, building 
materials, appliances and equipment—the mer- 
chandise supplied by the various merchants of 
the light construction field. 


When the labor required for site fabrication 
and installation of the materials and equipment 
supplied by the industry’s retailers is added— 
the retail dollar value of lumber and building 
products sales this year (total light construc- 
tion) will exceed nine billions of dollars. 


Such an industry requires organized team- 
work at local, regional and national levels. 


To be effective, not only must teamwork be 
organized in dealer associations at all three 
levels, but it must be organized vertically as 
well as horizontally. 


There must be a two-way flow of constructive 
ideas and information from the grass-roots or- 
organization closest to the consumer where ideas 
are both generated and applied—on to the re- 
gional and national levels where objective lead- 
ership develops and applies constructive think- 
ing in industry-wide patterns. 


Through the continued growth of federated 
associations, our industry will rise to the hope 


NATIONAL TEAMWORK 





and expectations of our customers and our 
country. 


Because such national teamwork should have 
a publication voice, American Lumberman & 
Building Products Merchandiser volunteered to 
contribute space for a monthly report to the 
industry of National Retail Lumber Dealer 
association activities, and the offer was enthu- 
siastically accepted. 


Beginning with this issue, this journal will 
have a section entitled, National Teamwork 
devoted to the work of the National Retail Lum- 
ber Dealers association. This section will be 
compiled and edited by the officers and staff 
of the NRLDA and sole responsibility for edi- 
torial content will be theirs. In every sense it 
will be an official statement from headquarters. 


Considering the facts that there are 16,000 
dealers in the country with a net investment of 
$25,000 or more: that the NRLDA membership 
is made up of a total of 14,500 dealers and that 
paid dealer subscriptions to the American 
Lumberman & Building Products Merchandiser 
exceed 16,000 in number, it is evident that the 
dealers who do 85 percent of the total volume 
of retail sales by lumber and building products 
dealers will be reached monthly with this 


NRLDA story. 


Thus Teamwork in our industry will be 
stimulated and advanced. 


EDITOR 
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q MASTER MERCHANTS OF THE LIGHT 









ein, 





CONSTRUCTION INDUSTRY 


One of the Nation's outstanding building products re 
tailers is featured in each issue of this publication. The 
editors of American Lumberman & Building Products 
Merchandiser believe these articles will.be @ source of 

ractical business ideas and inspiration to other retailers 
in the industry. Only top-flight merchants will be fee- 
tured in the series, ‘but @ sufficiently large number of 
them meet the exacting requirements so that if will tale 
@iany months to cover them all 
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With Carpenters and masons on its own 
payroll the year around, Kent Lumber & 
Coal company is a good example of what 
one-stop service means in a small town. 


PROVIDING A COMPLETELY packaged home 
during this period of materials shortages and 
high labor costs raises numerous problems for the 
retail lumber dealer. Many dealers, particularly in 
these days of a seller’s market, find it easier and more 
profitable to pass along these problems to someone bet- 
ter equipped to solve them. 


Even in these times, however, a surprising number 
of dealers feel they have a direct responsibility to 
the home builder that should be acknowledged with a 
completely packaged service at a fair price. 

Two yards operated by the Kent Lumber & Coal 
company, Bloomington, IIl., are using two distinctly 
different methods to do a packaged job of residential 
building. As indicated by the cover pictures of this 
issue, Kent’s packaged selling also extends to farm 
structures. 


Both yards have answered the home building chal- 
lenge so successfully that the general manager and 
owner, Everett S. Kent, easily justifies the title Mas- 
ter Merchant of the Light Construction Industry. Mr. 
Kent would be the first to share this honor with his 
managers who are constantly building an aggressive 
merchandising organization. 

Seven yards, all in Illinois, comprise the Kent Lum- 
ber & Coal company organization. All of them bear 
the Kent name with the exception of the most recently 
acquired yard, West Side Coal & Lumber company, 
Bloomington, general headquarters. 


PACKAGED SALE SETUP 


IT IS the Mattoon and Minonk yards that are doing 
outstanding jobs of packaged selling, each under a 
vastly different setup. Mattoon is a city of 16,000; 
Minok is a town of 2,000. Yet the overall dollar volume 
of each yard is approximately the same. 

The main difference in the packaged dwelling in 
the two localities is this: contracts are sublet at Mat- 
toon while in Minonk the entire contract from the 
planning through the building stage is fulfilled within 
the organization of the Kent Lumber & Coal company. 

All building mechanics are hired through regular 
union organization channels at Mattoon. This yard 
keeps 12 to 15 carpenters busy the year-around and 
two other carpenter crews busy part time. The Minonk 
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In Town -- On the Farm 














HOME office for the Kent Lumber & Fuel company is the West Side 
Coal & Lumber company with headquarters at Bloomington, Ill. 
Foreground display is a giant California redwood log. 


‘ i. 
s 








HEADQUARTERS of two of the branch yards. The attractive display 

room and warehouse, above, is located at Flanagan. The large white 

building, a combination warehouse and display room under one 

roof, below, is located at Minonk. Appliances recently added by the 

company are on view in the display room at the left. Further 
expansion of this display room is planned. 

















ADDITION to a milk drying and condensing plant is currently one of the major industrial jobs 
in Minonk being completed by Kent Lumber & Fuel company. 





KEY men in the Minonk operation are, left to right: Henri Mohar, 
manager, Robert Webster, assistant, and Tom Livsey, an experienced 
contractor who has charge of the yard’s skilled mechanics. 





OFFICE personnel at the West Side yard, left to right, first row: 

Vincent Ambrose, Mrs. Frances Hetzler, bookkeeper, and Alan S. 

Gardner, manager; rear, Eugene Kelly and Dewey Demler, assistant 
managers. 


yard, on the other hand, has on its own payroll 14 
carpenters, four masons and five men in the plumbing 
and heating division. 

Within the past year the Minonk yard has started 
handling a complete line of appliances and for the past 
two years it has been retailing a complete line of 
plumbing and heating equipment. 

Both yards were actively in the building field before 
the war. Mattoon was building 15 to 20 houses a year 
and Minonk fewer. Last year the Mattoon yard built 
35 houses; this year it will complete 32. Six Cemesto 
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LLOYD HELD, assistant to the 


manager. 


general 


houses were erected by the Kent yard in Mattoon in 
1946 and five will go up this year. 

The Minonk yard builds fewer homes, but the ex- 
tent of its construction operations goes far beyond that 
offered by its sister yard. Minonk does a large volume 
of farm construction of ali types in addition to in- 
dustrial and commercial work and a very extensive 
remodelling program. 

One of the recent major developments at the Mat- 
toon yard is the design and construction of a house 
specifically planned for the medium wage earner, fam- 
ily heads in the $40 to $50 per week salary class. 
The outside dimensions of this house, which is being 
built at the instigation of the local building loan asso- 
ciation, is 21’ 10” x 27’ 4”. This house is furnished 
with oak floors, completely insulated side walls and 
ceiling, fully-equipped bathroom, and kitchen cabinets. 
It is being built to sell for approximately $6,000. This 
includes a 140x50-foot lot. In most cases Kent Lum- 
ber & Coal company itself purchases the building lot. 

The floor plan for the above house provides for two 
bedrooms: one is 10’ 9” x 12’ 2” and the second is 
9’ 1” x 10’ 5”. The living room is 10’ 9” x 15’ 2”. 


Most of these houses are being sold to ex-service- § 


men. In Minonk, on the other hand, most of the resi- 
dential building is being done for home owners who 
can afford a more substantial down payment than the 
average ex-GI is able to raise. In either case, the 
yard will assist in securing the necessary papers if no 
arrangement is made otherwise. 

In addition to the standard plan books available at 
all the Kent yards, the yard at Mattoon has direct 
connections with a licensed architect; at Minonk most 
of the building is done from stock plans or adapta- 
tions thereof, although one man in the organization is 
qualified to whip a prospect’s rough sketch into 2 
workable plan. 

KEY MEN WELL QUALIFIED 


BOTH yards are blessed with well qualified per- 
sonnel. In Mattoon, Theo Kent, a partner of the con- 
pany, has charge of sales and Mervin Becker supe!- 
viser construction work. The Minonk yard is managed 
by Henri Mohar, assisted by Robert Webster, with 
Tom Livsey, an experienced contractor, in charge of 
the building mechanics. All of the residential construc- 
tion is undertaken in the best sections of town, al- 
though not more than two or three houses are erected 
in any one locality. 

The Mattoon yard operates a two-man mill for spe 
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cial millwork. At Minonk, a plumbing and sheet metal 
shop is fully equipped to do a complete job of spout- 
ing, tin roof work, hot air ducts and other major jobs. 


The diversified work recently done by the Minonk 
yard includes machine sheds, a feed grinding mill, 
remodelled restaurant front, farm houses, entire re- 
modelling of a garage and bus station and a three- 
story feed grinding mill. The remodelled garage was 
one of the most extensive jobs of its kind ever under- 
taken by the yard. It included cabinets, counter work, 
cement floors and ramps, and the complete rebuilding 
of the heating system. 


Currently the yard is building a 60x80 two-story ad- 


P 


* 


. 
7 
“ & 


DIVERSIFIED residential building, as illustrated by these photos, is 
done by Kent Lumber & Fuel company at Minonk. Two houses in the 
low priced bracket, including a Cemesto one are shown above. 
The tile house is, 46x24 feet; it has three bedrooms, a living room 
12x20 feet, a kitchen and dinette. The wall is eight-inch tile. 


dition to a milk drying plant. This job includes a 
70-foot chimney and the installation of a high pres- 
sure boiler. Beside a large number of farm buildings 
built by the Minonk yard, it also installs and services 
deep water pumps. 

Since most of the building materials it has secured 
in recent years have gone directly to contractors for 
consumer building, the Mattoon yard has done rela- 
tively little advertising. The Minonk yard advertises 
regularly in the local newspaper. Kent yards generally 
use Popular Home as a means of reaching its large 
agricultural trade. 

The showroom and warehouse of the Minonk yard in 
particular indicates the diversified products available 
to the consumer. In addition to a complete line of 
hard materials, the Minonk yard stocks such items as 
tile, steel I-beams, reinforcing rods and heating and 
plumbing equipment. 


EXPANSION PLANS 


THE NEW showroom at Minonk, which will be 
expanded next year, is now stocked with a complete 
line of appliances including such individual products 
as: water heaters, stokers, kitchen cabinets, stoves, 
washing machines, radios and deep freeze units. 

Two other Kent yards that are doing an increasing 
volume of home and farm building construction dre 
located at El Paso and Flanagan, Ill. K. A. (French) 
Larochelle is manager of the El Paso branch and 
George Dean is manager of the Flanagan division. 
Other yard managers in the organization outside 
Bloomington are Ernest Garrels at Benson and Oscar 
Lyon at Gridley. 
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Mr. Kent, whose father was a lumber dealer before 
him, purchased the yard at Gridley, first of the seven 
line yards now a part of the organization. The Bloom- 
ngton yard, headquarters for the entire organiza- 
tion, does a large volume business in residential con- 
struction, working through contractors. Alan S. Gard- 
ner is manager of the Bloomington yard and Eugene 
Kelly and Dewey Demler, assistant managers. 


One detail at the Bloomington yard reflects the 
prompt and courteous consumer service that seems to 
be an integral part of the Kent organization. An 
active file is kept in the Bloomington yard of con- 
sumer customers who have been unable to obtain 
delivery of a requested item. When this particular 
item is received, the customer is notified by telephone 
or mail. 

About 60 people are employed at the seven yards. 
A fleet of 24 trucks are kept busy with deliveries, in- 
cluding heavy coal deliveries. 

Mr. Kent permits his managers considerable au- 
thority in managing their own yards. He estimates 
that 75 percent of the buying is done by his managers. 
The one exception is lumber purchases which are cen- 
tralized in Bloomington. Directly assisting Mr. Kent 
at the Bloomington yard is Lloyd Held. 

The success of any business, Mr. Kent is convinced, 
is in direct ratio to the amount of interest the em- 
ployes take in it. Mr. Kent considers his profit sharing 
plan for managers and assistant managers one of the 





most important policy features of his organization. 
His plan is based on net profit. In addition, there is 
a monthly bonus based on gross sales. The success of 
the profit sharing system has not only been reflected 
in the enterprise of Kent managers but in the long 
term employment record of most of them. It goes 
without saying that good employes must also be re- 
tained if they are to prove valuable to the organization 
in a long-range program. A vacation schedule has 
been in force for some time. 


Regular monthly meetings of managers and assist- 
ant managers are held to acquaint key personnel with 
up-to-the-minute problems of the business. Wives*are 
invited to these social-business gatherings twice each 
year. At the last management meeting, for example, an 
inventory report was distributed to inform all yard 
managers of available stocks. 

Mr. Kent is a firm believer in injecting new blood 
into his organization and in keeping his people in- 
formed of the latest industry developments. Several 
of his men are graduates of 30-day short courses. 
At the Minonk yard, six men are being trained in the 
industry under the provisions of the GI Bill of Rights. 


33 






NEW KITCHENS FOR OLD 



































HERE is a kitchen that needed only to be brightened and brought up to date. The floor was left 

untouched, and some lighter paint put on the walls. The refrigerator was moved next to the door, 

and cabinets placed above and next to it along the wall. The stove was moved to the short projecting 
wall and a new sink and cabinets put in, so there was continuous working space. 





ITH THE NEW, modern equipment and cabinets, remodeling jobs can be done the year around—there is 
kitchens today can be as attractive as any room no season for improving the room in which women spend 


in the house. In addition this new equipment is far easier most of their time. 





to keep clean and more enjoyable to work with. To encourage remodeling of kitchens, here are a few 

With such before and after pictures as these, it will not display ideas. If you feature kitchen cabinets and appli- 
be very difficult to sell women on the idea of having ances, make up an interesting display of before and after 
their kitchen made new and easier to work in. Kitchen photographs, enlarged so they attract the eye and so 


your customers can see all the details of the remodeling. 3 — 
above 
These pictures can often be obtained from the manu- © me 

¥ on 
facturer of the cabinets you sell, or they can be pictures a) 
of remodeling jobs you have already done. » w 
chimn 
Use your windows to display a few kitchen appliances een 
> suite 


and place the photographs with them. These will attract | on 
potential customers who are walking along the street. If ; site t 
you use pictures of remodeling jobs you have done, men- i 
tion that fact as it will arouse local interest. 











WITH its three windows over the sink, this kitchen was light enough, 

but needed complete new furnishings. The wall was tiled up to the 

windows, and a new sink placed under the windows with cupboards 

next fo it. A new stove was added and cupboards placed on the 
walls above it. 










Pictures: Mullins Manufacturing Corporation. 
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FIRST of these two pictures, right, was taken 
looking toward the pantry. The second was 
taken at the pantry door looking in the 
other direction. Once drab and lifeless, this 
kitchen was given real charm with a new 
coat of light-colored paint on both the walls 
and woodwork. A new sink has been placed 
beneath the window and between it and the 
new stove is a floor cabinet, which gives 
continuous working space. Wall cabinets 
give additional storage space. 











COMPLETE rearranging turned the room 
above into a modern, two-wall kitchen. New 
flooring was laid and bright new paper put 
on the walls. The big obstacle to over-come 
was the chimney that jutted into the room. 
A wall cabinet was placed between the 
chimney and the window, and the new stove 
was placed against thé window. This re- 
sulted in more floor space to move around 
on. New sinks and cabinets were put oppo- 
site the stove, with the refrigerator right 
near by. This means a minimum of moving 
around for the housewife. 

































































NOTHING could be more dreary than the kitchen at the left, but a 
complete remodeling job changed it into the bright and modern 
room above. More complicated than some of the others, this job 
required closing up one window to make a space for the wall cabi- 
nets, widening the second window and raising its sill above the 
new sink and floor cabinets. Except for the stove, of modern design, 
all new equipment was installed and the wall of the kitchen finished 
off with tile. 
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in tl 
Tex. 
cons 
mar 
All types of building materials, home to W 
decoration and engineered comfort are D 
displayed in new brick and glass store pt 
INCORPORATED in the construction of the of the Calcasieu Lumber COMPONy, Austin. — 
new building is the company’s “see it for vom 
yourself” idea. Different types of wood Sze 
paneling are used in each of the offices and entl 
sales room. worl 
pan) 
USTOMERS WHO VISIT the large, modern about everything down to ice cubes in the refrigera- mem 
3-story Home Center of the Calcasieu Lumber tor.” i AY 
company at Austin, Tex., are in a position to benefit To carry out the here’s how it will look in your home | has 
from creative merchandising at its best. theme, each office or salesroom in Calcasieu’s new mer- tion 
Display area in this well-planned structure that cov- chandising center is decorated with a different wall mate 
ers nearly a block is dramatically utilized to help finish. For example, a prospect interested in knotty tioni 
build the package sale by showing to—not merely vis- pine or walnut or mahogany veneer paneling can see Ff ware 
ualizing for—the prospect what various materials and actual installations of these woods as well as wallpa- §& Tr 
equipment will look like when his home is built or per and painted surfaces. Outside materials are dem- | ity | 
remodeled. ontrated within the store in a similar fashion. An | cons 
William S. Drake Jr., president of Calcasieu and entire wall graduates from wood to brick and then to ment 
son of the company’s founder, describes the recently- cut stone. Customers can choose from various types Whil 
opened Home Center as “a hundred homes rolled into of doors and windows in service as a part of the cen- ing 
one big display showing all types of building materi- ter’s physical structure. Electrical fixtures, appliances com 
als, home decoration and engineered comfort.” He and radios are exhibited similarly. A model air-con- from 
adds, “People investing in a home ought to be able to ditioning installation is encased in glass and the build- Cale. 
see what they’re buying, instead of having to vizual- ing is air conditioned throughout. bette 
ize it from a drawing or a picture. We decided hag Since its founding in 1883, Caleasieu always has [) The 
show them the real thing—life-sized—in operation. been an aggressive merchandising organization. In ment 
The _— = Home Consultation Service renders the 90’s officials of the company could look across the Th 
greater assistance and creates a larger package sale by prod 
taking the prospect’s basic idea for remodeling or imple 
building and quickly and almost effortlessly develop- chan 
ing it into a complete unit that is interpreted to the boarc 
customer in terms of how it will benefit his particular towal 


consumer needs, purse and likes and dislikes. As one 
customer put it, “Once you see Calcasieu the first time, 
you don’t have to go anywhere else to finish the job. 
When they’re through with your home, you'll have 











BUILDERS HAROWARE 





ATTRACTIVE door fixtures are mounted in the hardware department of 
the company. Demonstration of everything is a major merchandising 
factor at the home center. 


ALL types of building materials, home decoration and engineered 








comfort are displayed in Calcasieu’s recently completed brick and CLEVER 
glass structure. The firm shows the customer, by demonstration, ex- general 
actly what he is buying. and th 
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Colorado river and spot the dust columns of wagon 
trains approaching Austin. Salesmen on fast horses 
were sent to meet these trains. Orders were taken 
while the wagons were in motion. Relayed back to 
Calcasieu, the merchandise was set aside and waiting 
for various purchasers when the wagon trains arrived 
in Austin. 

The company, one of the oldest large business firms 
in the area, is rightfully proud of the fact that central 
Texas residents talk about the friendly, neighborly 
consideration they receive in their dealings. Such re- 
marks as, “The president of Calcasieu is just as likely 
to wait on you as anybody else,” are often overheard. 

Despite the fact that growth also has meant an in- 
crease in both working personnel and clientele, the 
company has no intention of losing its well-deserved 
reputation for taking a personal interest in each cus- 
tomer. Good personnel relations are highly empha- 
sized by the management and each member of the 
entire organization takes a pride in his individual 
work as well as the combined effort. A monthly com- 
pany magazine, The Splinter, is published to help all 
members of the firm keep in close personal contact. 

Affiliated with the Mutual Lumber company which 
has 17 line yards in central Texas, Calcasieu’s opera- 
tion at Austin is departmentalized as follows: building 
materials, millwork, home appliances, glass, air condi- 
tioning, wallpaper and light fixtures, paint, and hard- 
ware. 

The company endeavors to handle all types of qual- 
ity products kindred to residential and commercial 
construction. Nationally advertised materials, equip- 
ment and miscellaneous merchandise are favored. 
While the company does not operate an actual build- 
ing or contracting department, its home, farms and 
commercial structure consultation service extends 
from planning through completion of the building. 
Calcasieu estimates that it has supplied materials to 
better than half the homes standing in Austin today. 
The firm was instrumental in introducing the install- 
ment plan for home construction in the area. 

The physical layout of the Home Center, featuring 
products-in-service displays, is but one of the factors 
implementing the company’s policy of aggressive mer- 
chandising. Newspaper, radio, direct mail and bill- 


board advertising are all used to move customers 
toward Calcasieu’s products. The company sales man- 








and the customer may pull out a roll and visualize it in her home. 
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CLEVER arrangement of the mounted wallpaper samples adds to the 
| general eye-appal of this display. Some 500 patterns are included 





ager also directs the advertising function. Mechanical 
phases and copy approach for the program—copy writ- 
ing, art work, determination of typographical work, , 
etc.—are handled by a local advertising agency. Mat 
services and other advertising aids supplied by manu- 
facturers are employed. Advertising copy principally 
features products, services and prices—aimed to cre- 
ate immediate interest and desire as well as keep the 
company’s name before the consumer public. Before 
fitting a new product into its merchandising plans, the 
company frequently employs market analysis surveys 
to determine the present demand and possible future 
acceptance. 

An outstanding phase of the organization’s public 
relations is the wholehearted and active participation 
in community and civic undertakings. Relationships 
are fostered through affiliate memberships in the Aus- 
tin Real Estate board and the Associated General Con- 
tractors. 

Calcasieu operates a complete planing mill, staffed 
by 84 employes, to produce custom-built sash and 
doors, cabinets, stairways and related items. 

The success of Calcasieu’s 64-year-oid guiding pol- 
icy of friendly, neighborly service in the aggressive 
merchandising of quality products is reflected today 
in the increasing store traffic, mounting sales and a 
constantly growing group of satisfied, loyal customers. 








ACTUAL installations of lighting fixtures and lamps help the buyers 
in making the proper choice both from the standpoint of decoration 
and maximum lighting for a specific need. 





PAINTS and housekeeping supplies are displayed in a large, un- 
cluttered floor arrangement. From well-trained salesmen, customers 
receive qualified assistancé in buying. 
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O MEET the demand for im- 

proved farm building designs, 
the Timber Engineering company 
has just prepared new designs for 
dairy barns and a combination 
corn-crib and granary. 


The dairy barn design provides 
a 32 foot width with gambrel roof. 
On the next page, a general floor 
plan is shown along with a half 





framing elevation and a detailed 
half section of the sides and roof. 
Wall and post footings and other 
details are shown. Unique in this 
design is the employment of Trip- 
L-Grip framing anchors for rein- 
forcing all critical points such as 
studs to sills, rafters to plate and 
studs to joists. 


Wind damage is often severe to 
barns and other farm buildings. 
Toe nailing of studs to sill and 
plates and rafters to plates is gen- 
erally inadequate. Framing anchors 
eliminate toe nailing and other- 
wise enhance the structural quali- 
ties of wood for farm buildings. 


The combination corn-crib and 
granary design, details on this 
page, provides for a 27x32 foot 
building for storing 2,000 bushels 
of grain and 1,000 bushels of corn. 
To guard against grain pressures 
and generally strengthen the over- 
all structure framing anchors are 
used throughout. 


The framing anchors, a new item, 









































SECTION AA 
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Building products merchandisers 
and farmers may receive free cop- 
ies of the designs and detailed in- 
formation on the use of anchors by 
writing the Timber Engineering 
company, 1319 Eighteenth street 
N. W., Washington 6, D. C. 





‘So 


i) 











74/0" 
aca” 


I nd 
—? SCOOP DOOR OLTAIL 


JTVvo 7 
© 106 °CA/BBING 
“HINGE 


_CONTINUVOUS DRAG DOORS 
i 22° DEEP 


REMOVABLE 
BOARDS 


O° METAL STR/P 


“2° METAL STRIP 





. ~#- 248° SUL 
F-c0'sncvon_ |e, 
G0LT3-6°O" 0c | * 33} ~—fOunaaTion 


ORAG DOOR DETAIL 















































November 22, 1947, AMERICAN LUMBERMAN & 


are being nationally distributed 
through retail lumber dealers. 
ime 
Lan. *- 
iY Siding “! J Sheathin i 
Si eee! a of j 
welerproof paper 
2 | GRAIN BIN | GRAIN BIN ; 
s Ze 
+f ah. tA ae || om i 
H — —— ' 
1 / ' 
Scoop door 27° «6°0" door Rabetuitile boards 
dls DRIVE WAY 
etl 
AI ~ 
& ~ 
Concrete Floor 
 Removab/e boards 22° «6°O" coor F 
\ ' 
| ass — 
7 # ' \ OEE 
i! IO” wind brace Wi) /'t/0%croes fh 16" cribbing \w 
ce) { on top of plates i bracing i ] 
7 i W\conw crvall _ Pa | 
i< " H- * “agonal frace . 
i ts iN ( 
<< ee . . wees a ee ee 
| i 
= A 32-0" ie 
PLAN 





FOS a AS Elis 


Se 7 a 


























La 











&,.9%7-6 
£isae wavwod 


Swrnwa) dv Caivw 
Ov? -9%2-7 ~_ 
BLY 77K FO/S 





E LY WLI 


FO, 8F CPIreS 
6748 .9°.2 








2Lv WHLID 





20,08 SORLS ,9*,7 
D 


onveoe .9%,/ 


femew § C1708 .8 *,% -2 
MAM GNI AWI AY GRAICE 
“POL S1TIVHE C744, 04,2 -7 


‘20,77 20WE.077/" 


FO, PF - SUILSVA O61", 9,7 


SYOOT ONIO/7TS SO S7/VLIC 


NOMLIIS STOVD 


GNVE LY WWLIG ee 


20;02,2/79,2 Fore wanwvoD 











Susy ww 9,7 -Z 




























































































NOILWAI77 ONINVYS STV 


eae ae +f 


NOILIIS STV 



















































































































































































“Wy / \ 
vq /,\ 
/\N7% / é\ 
Y _ 
4 ‘77 
\ pot ee i 30,07 “ELSat SOOW MON La 
aT -2 PLT FIOM ONT she a eursceg esovoe1,/7— 
e2esrw 94,7 } n £1709 © ME 
4 a /m 
S >e, Pe ed ». 20,0; SIO 074 40",7 
S rie rw ii onF } @ 7 
Se Issey wor SONS 3 z 
770m OMF WILK BS ie: S20 -3"7- 
OND | 
reall ows tovs24 ig 
jase rm 2042 -7IVO BZ 
f —s ss rf ores £1 -A pee 
JTLY WwLIG / ap | OF700 wo ORO 
| A ‘J 20,97 -,0;6/49"%,F 
FIO .0+8/*,847 _ PS ri 
i * 
ns 
° r Zz 
vT7AL 87 : / 
| an 
Yr — 
ar ts /6WOL F 
ve yS007% 
Og atro ww PO,92 t LYMLSY y//* 
O78 4 94,7, 
. § 
FUE 044,947 FZ : ; a 
A Cw 7LsVe 9.2 FIOY Dd ai “_ 
> iad O56 “|| oe 
' 
IN/LOOS LSOe/ 
NY7d YOOTS 
wr m09 ee ee ee - 
20,90 Sew were Oe ew ee a pee eee Se 5 = = SS = = SS == =H 
77d Taveo eae vi ee f ee eee a ee ee 7 ‘ le 
een oe | \} |! iy () 
PS a 8 ear ee I! 1 . | 
awovgy £0 F907 ee Od, ot 4 eee oe ' th! 
Oe t wna === F “fp, [= =f | | Sunrnzuinezy” TMOIAION! ~ + 
ve 2 wae 7 Cad oe | | une aL O79NVeNV TO Ey Wt 
MEIN 90) swag Te / es 1M | N| Ava SNOLLY207 MOONIM ONY ml 
1 4570 wy aa eeu wee: ¢ : | 4000 ‘WI woo7y » 240N 294017 50W Snecond sLswNCD ct | 
” | at S 
- ; obs i t W7LL0 Lege 4 
Fs oft A 4 Wh a Ae ee H 4 Cl ated nl ° 
1 4807 994,949 s — - (eS ——_—__—_ L? T +4344 At 4 
— aad ad 4 
a2 suprony 9; +e bs | | — Rag = ies - | 
Mine) PLIYINOD W/ | | 
4D eo QNILOOS 77VM | | : | A al : 
i \"e 
thu f 1. a pa - = Lil 4] 
seg mia $.%e-2 ih iY 
| ! | 
. ! 
3 | | wooo enrormt 1, 
ft oa a S. { . .. ee ©. 
if . L om J ce —. = ie ‘ iia ” 
Tin TIAVWO WO WTONID -,9 | Be 4-4 b-- sas aed “+7 Cipow 7m 949 ° 
er i Sey voVw? eet ca ee ees Fs miles | 
| 2: : 20507 TS 09 “T 207 ii 2070/ "ed | 
“* 8 
x a ; eS ee | 
MO GM DIDS AANITY lo nh iN O70s —= 
BOO TIC 10 e/eLS ; ° Why i. 
ovm 942 = LMIOL MOEN HITT j ) | 
ltd A seve vere bh Fo-2 Lk ' af ASVS MOVE . WHE y 
Te 942-2" § Wh i % FOOM TeV SYS 77V 1 4 
—_ ° " 20.0,9 £1709 worm 67 *. 95° 9 | a a em Na a a I a Ee t 
NObL 6007 10 MLSNT ; | ba=— -— — — — — — — —— SS ESS ———— | 
WRLLF VILMT o@% a2 2008 NS 7V7 — SS aaSaSSaSSSS EEE 4 
sous 20 78 ; - oman Sa — enictaentes 
Os OF 71 4570.1 TF — as or L077 ow Orw re 
Aik NDLON 
me t > to DH 
eo sead gs | | - - > 
> & om © * 
no Dm = x < 
oo Lg = | he - “ ° | 
SS anon o ti = Q Ss 






Mg, FORUM 














“’M DOING ALL RIGHT—WHY ADVERTISE?” 
Secause the advertising you do today is like money 
in the bank...money you’ll need to fall back on when 
financial depression strikes, profits take a plunge and 
you feel the pinch of cut-throat competition and a 
real buyers’ market. 


Selling lumber and supplies is only half of your 
selling job! The materials you sell today won’t keep 
you in business and profits tomorrow; not when peo- 
ple think twice before buying; and not when they 
think many more times before building or moderniz- 
ing. 


At the same time you sell lumber, you have to sell 
people on your integrity, your reputation for de- 
pendable quality materials. At the same time you 
sell roofing or insulation, you have to sell the public 
on your staff, your service, your headquarters——your 
organization as a whole. 


At the same time you sell one customer wallboard, 
you have to sell the general public on your courtesy, 
your thoughtfulness, your resourcefulness in helping 
each one of them solve their individual problems. 
And you can do this twofold job only by advertising. 
Constantly advertising. 

Good-will building isn’t an “overnight” job. Nor 
can you build good will once and for all. You have to 
re-build it continually by telling as many people as 
possible as much as possible about who you are, what 
you are, what you stand for, and most important 
what vou can do for them. Then, when jobs are 
scarce, money’s tight and materials plentiful, they’Il 
think of you first. 





“EVERYBODY KNOWS MY YARD—SO WHY 
ADVERTISE?” Because people don‘t pop into a lum- 
ber yard in the way they pop into the butcher’s, the 
baker’s, the gadget-maker’s. Normally, building pur- 
chases are few and far between. RESULT: People 
may know your yard, but they may forget specifically 
what you have to offer. Or you may offer some new 
service or product that would bring them back in 
sooner if only they knew about it! 

Good lumber advertising keeps people posted on 
changes in your set-up, keeps them posted on changes 
in building and remodeling regulations that affect 
them personally. Good lumber advertising constantly 
tells people what they can do under present regula- 
tions and supply shortages—-educates them to new 
materials, new ways to use old materials, FHA financ- 
ing, one-stop service. 

These are things even good customers forget... 
things you must hammer home to the public at large 
if you expect to expand your following—maintain the 
volume of business you already have. 


By Norm Advertising, Ine. 


New York, N. ¥ 





40 


“MY COMPETITORS DON’T ADVERTISE — 
WHY SHOULD 1?” Maybe the lumber yard on the 
other side of town doesn’t advertise-—but your out- 
side competitors do...the home appliance distributor, 
the oil burner man, the car dealer, the decorating 
shop, the hardware store, the chain store. 

Every time they make a sale, they’re preventing a 
potential customer of yours from saving up for a 
down payment on a new home. Every time they make 
a sale, they’re delaying a big insulation or re-siding 
sale for you. Every time they make a sale, they're 
making a friend who may go on buying their prod- 
ucts instead of yours. 

That’s why it pays to tell your story in print 
whether your fellow lumbermen advertise or not. 





“I CAN’T GET ENOUGH MATERIALS WHY 
ADVERTISE?” The more acute shortages are—and 
that goes for labor as well as materials—the more 
essential advertising is...advertising that explains 
high prices, shortages, delays...advertising that 
builds up public sympathy and good will for you... 
advertising that diverts antagonism from you, Calls 
a spade a spade and places the blame for irregulari- 
ties squarely where it belongs. 

Newspaper advertising is the most powerful weapon 
you have to correct widespread public misconceptions 
—to fight unfair charges leveled at you and your in- 
dustry. It’s powerful because it enables you to reach 
the greatest number of people at the lowest possible 
cost...powerful because it enables you to strike back 
fast before more damage can be done to your reputa- 
tion, your business. 

Advertising gives you your day in court your 
chance to tell your story, and tell it far and wide! 


“IT TRIED ADVERTISING ONCE BUT IT 
DIDN’T MAKE MUCH DIFFERENCE.” Like every 
other selling tool, advertising must be properly un- 
derstood and properly used to get results. 

The most important thing to know is that adver- 
tising is not an overnight, get-rich-quick proposition. 
One or two insertions can and sometimes do get amaz- 
ing results overnight; but as a rule, advertising is 4 
cumulative thing. 

Each ad increases the pulling power of all succeed- 
ing ads, but it’s that constantly increasing power-pull 
that gets big returns. 

Profit-tip for you: Consistency is what counts. 
Run your ads regularly and run them often—at least 
once a week if possible, even if it means taking 
smaller space per insertion. 

Once you’ve settled on a given format. —i.e., style of 
artwork, layout, type of copy and signature—s! ick 
with it for four or five months at the very least. ‘The 
advertiser who is forever changing his format 15 
arbitrarily limiting reader recognition and_ interest 
in his campaign. 
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A MONTHLY REPORT OF THE ACTIVITIES OF THE 
NRLDA AND ITS 32 FEDERATED REGIONAL ASSOCIATIONS 





Compiled and Published by the Officers and Staff of the Nctional Retail Lumber Dealers Association, Washington, D. C. 


ASSOCIATION OFFICERS REPORT YEAR OF SOLID 
PROGRESS AT CONVENTION IN NEW YORK CITY 


Stimulating annual message by President Norman P. Mason 
outlines 10-point program to serve the industry in 1948 


WITH a year of accomplishment on the record for 1947, the National 
Retail Lumber Dealers Association met at the Waldorf-Astoria, New 
York City, Oct. 28-31, to assess their gains for 1947 and to make plans 





New Department 


WiTH this issue AL&BPM 
inaugurates a new _ depart- 
ment. It will be called Na- 
tional Teamwork. 


The source of material for 
this new department will be 
the National Retail Lumber 
Dealers Association composed 
of 14,500 retail lumber dealers 
throughout the country. 





Prepared and written by 
| the staff of NRLDA, the ma- 
| terial contained in this section 

will be official in every respect. 


AL&BPM is contributing 
space for this monthly report 
as one means of giving expre- 
sion to industry teamwork at 
the local, regional and na- 
ticnal levels. 








for 1948. 


In his annual message, President Norman P. Mason summarized the 





Norman P. Mason 





Business Meetings and Social Affairs 
Spotlight 1947 Convention Sessions 


SPECIAL trains brought dealers to 
the convention from all sections of 
he country. Many dealers brought 
their wives to boost the registra- 
‘ion figure close to the 500 mark. 

Social gatherings and sightseeing 
broke the routine of the convention 
program. One convention highlight 
socially was the concert by the 
Westminster Choir, Princeton, N. J. 

It was the second convention 
under NRLDA auspices.- Norman 
P. Mason, North Chelmsford, Mass., 
Was re-elected president of the Na- 
tional by acclamation in recognition 
of his outstanding work . 

Other officers were also re-elected 
With the exception of George W. 


BuILpING Propucts MERCHANDISER 


LaPointe, Jr.,. O&N Lumber Co., 
Menomonie, Wis., who declined to 
run again. He was succeeded by 
W. A. Barksdale, Charlotteville 
Lumber Co., Charlotteville, Va. 
The first four days of the conven- 
tion were devoted to meetings of 
secretaries of state and regional 
associations and the board of direc- 
tors. A general meeting was held 
on Friday when a welcome to dele- 
gates was extended by Sol Kaplan, 
president of the New York Lumber 
Trade Association, Frank Whitty, 
president, Northeastern Retail 
Lumbermen’s Association and Paul 
Cadwallader, president, New Jersey 
Lumbermen’s Association. 


strategy of 1947 as follows: 

“We have really gone forward. 
We have had a successful year, not 
just fighting a rear guard action, 
but forging ahead to serve this in- 
dustry.” 

Suggestions made by the mem- 
bership at the Seattle convention, 
Mr. Mason said, have been carried 
out. These include an active pro- 
gram to rid the industry of Fed- 
eral controls and the _ establish- 
ment of an educational program to 
train employes outside the yard. 


RESEARCH CONTINUES 

The president pointed to the In- 
dustry Engineered Homes Program 
as a definite goal achieved toward 
lowered home building costs. This 
program is now being backed by a 
grant of $45,000 of Federal money 
which is being used for research in 
connection with the I-E program at 
the University of Illinois. 

Turning to progress along edu- 
cational lines, the president de- 
clared that the industry’s program 
in this field is ahead of anything of 
its kind. 

“Others are now following suit, 
but your industry pioneered a plan 
at the time it was needed most. It 
has been eminently successful.” 

Discussing the home building 
picture, Mr. Mason said: 

“We are building at the rate of 
1,156,000 houses per year. That 
was the September rate. Private in- 
dustry is doing this—doing it 
largely without Federal aid except 
for financing guarantees from the 
Federal Housing Agency, an agency 
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this industry was instrumental in 
promoting. 

“Think of it—85,700 houses in 
August; 88,000 in September. Then 
look at last year’s records when we 
had a controlled economy and a Fed- 
eral bureau which was trying des- 
perately to foster a new type of 
building called prefabrication.”’ 

OUTLINES PROGRAM 

Looking into the future, Mr. 
Mason outlined a 10-point program. 
In executing this program, the as- 
sociation will make use of its net- 
work of community leaders. Here 
are some of the actions, the presi- 
dent recommended: 

1. It is time the public began to 
realize that housing is no longer 
in an emergency status. We need 
more and more homes in many of 
our communities, but the building 
record of this year has taken the 
word emergency out of the picture. 
The story that there is an emer- 
gency is now being largely fostered 
by uninformed people and by people 
who seek to get the Federal gov- 
ernment into the housing business. 

2. We must keep up an active 
program of research in an attempt 
to find new methods of construc- 
tion —new ways to build better 
homes for Americans at lower and 
lower costs. The news of our In- 
dustry Engineered Homes Program 
must be carried to the public. It 
must be broadened and improved 
through further research and we 
must tell the home folk that we are 
doing it. 

3. We must see that the loaning 
institutions of this country fully 
understand housing costs and hous- 
ing values. A lack of realism in 
appraisals of present day construc- 
tion is now retarding the industry’s 
ability to deliver the needed homes 
in some areas today. We must tell 
the home folk the truth about hous- 
ing costs. 

4. We must do our part to see 
that the expansion of the labor 
force keeps pace with the expansion 
of the materials markets. 

5. We must continue to improve 
our own abilities to serve the con- 
struction industry. We must con- 
stantly be on the alert for cost- 
saving methods and equipment for 
our yards. We must see that our 
places of business are modern and 
up-to-date. We must remember that 
as we do these things, we must 
tell the home folk so that they will 
recognize us for the progressive 
industry we really are. 

6. Somehow, we must reduce 
taxes. Few politicians will explain 
that about $2,000 in the cost of an 
$8,000 house is taxes. They will 
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Textbook Package is Now Ready for 
Students Enrolled in Short Courses 


HIGHLIGHT of a most comprehen- 
sive report by W. C. Bell, chairman 
of the Committee on Education, 
was the announcement that the 
Textbook Package is now ready for 
distribution. This package includes 
materials especially written for 
NRLDA courses by the leading 
manufacturers of building mate- 
rials. 

As the result of this package, the 
educational program from. the 
standpoint of NRLDA is now par- 
tially self-financing. The National 
Plan Service, 1315 West Congress 
Street, Chicago, distributes these 
packages to college bookstores for 
retailing to the sudents. The Text- 
book Package is a required part of 
the course. 


Contents of each package in- 
cludes the following: 

1. Lecture outline. 

2. Short course on pricing. 

3. Short course on credit and 


collections. 
4. Short course on FHA financ- 
ing. 


not explain why the increased cost 
of government has so greatly ex- 
ceeded the increased cost uf hous- 
ing. We must show the public that 
we cannot carry 2,074,833 Federal 
employes on the government pay- 
roll, maintain prices of foodstuffs 
and not pay for it in the cost of 
housing. The home folk must be 
told that lowering taxes is one way 
to lower costs. 

7. We must do our best to see 





W. A. Barksdale 


November 





5. Short course on business let- 
ters. 

6. Short course on business rec- 
ords and bookkeeping. 


= 


7. “Selling Can Be Simple.” 


8. Fundamentais of Blue Print 
Reading. 
9. Specimen Blueprint Design 


NH2. 

10. Specimen Material List De- 
sign NH2. 

11. Material list (blank guide). 

12. National handbook. 

In a further effort to co-operate 
with the Educational Committee, 
the National Plan Service has pre- 
pared and now has ready for use, 
three complete sets of 2x2 inch 
standard slides prepared as a visual 
aid in connection with the presen- 
tation of the blueprint reading. 

At the end of the school year last 
June, 27 of the 30-day classes had 
been held at 14 colleges. Attendance 
totaled 1,100. Fifteen colleges are 
scheduling 21 classes through 
March, 1948. 


that manufacturers of the building 
items in short supply are encour- 
aged to increase their production. 
Also, that housing gets first chance 
at these articles when they do ap- 
pear. 

8. We must continue the excel- 
lent work we have been doing of 
keeping the members of Congress 
informed as to the truth of the 
housing question, on taxation and 
other matters. 


9. We must continue our educa- 
tional program broadening _ it, 
improving it and making it more 
and more effective. 


10. We must work for an Amer- 
ican approach to the problem of 
slum clearance for our cities. We 
must help wipe out these breeding 
places of crime and disease and un- 
rest. But we must not let the issue 
of slum clearance be clouded by the 
demand for public housing. There 
is no such thing as a little public 
housing. Let’s clear our slums in 
the American way by the work and 
initiative of our own communities. 
The program will work if we will 
tell the true story to our home 
folk.” 


22, 1947, AMERICAN LuMBERMAN & 
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Robert A. Jones 


ROBERT A. JONES, executive di- 
rector of the Middle Atlantic Lum- 
bermens Association and chairman 
of the association’s Industry-Engi- 
neered Homes Committee, outlined 
plans to promote the program at 
the local level. 

Each member of the Board of Di- 
received an envelope con- 
taining a complete promotional kit 
for a local I-E Homes Program. 

These kits, which contain the 
working tools necessary to capital- 
ize on the national publicity this 
program has already received, are 
available from the National at $1 
apiece. Plans for I-E Homes are 
available at the rate of $5 for the 
first set and $3 each in sets of four 
or more, 


ectors 


The kits contain complete adver- 
tising and publicity aids designed 
to tell the story locally of how the 
building industry has brought en- 
vineering to each local home site. 
Kach kit also contains a booklet, 
“Here’s a Better Way to Build.” 
This booklet tells how the building 
industry was organized on a na- 
tional scale to meet local home site 
problems. Copics of this book, 
which may be ordered from your 
association, should be placed in the 
hands of your contractors and 
prospective home builders. 

The advertising and_ publicity 
aids contained in each kit include: 

1. Facts for Club Talks. These 
will give you plenty of information 
for talks before any women’s, or 
businessmen’s group. 

2. Three press releases with 
Space to add local facts that will 
give the story a regional angle. 


Buitornc Propucts MERCHANDISER 





Jones Outlines Plans to Promote 
|-E Homes Program at Local Level 


3. Four suggested newspaper ads 
including mats. 

4. Several suggested radio shorts 
to be used with local material. 

5. Two letters—one directed to 
contractors and the other to home- 
building prospects— contain sug- 
gested copy for a direct mail pro- 
gram on the I-E Home. 

The daily press, the consumer 
magazines and the trade press have 
civen extended publicity to the I-E 
plogram. It now remains for the 
yotail lumber dealer and dealer or- 
ganizations to put this program 
into effect throughout the country. 

Research covering the actual con- 
struction of six I-E homes at the 
University of Illinois is being fi- 
nanced by a $45,000 grant from the 
U. S. Department of Commerce. 
Construction of several of these 
houses is now underway and the 
research studies will continue in 
1948. 

While Mr. Jones told the conven- 
tion that it is difficult to demon- 
strate savings in small homes con- 
struction, he is convinced, he told 


Northup Warns Threatened Controls 





the convention, of important sav- 
ings already effected by the home 
plans now offered. 

ESTIMATED SAVINGS 

Further savings are expected as 
dealers begin utilizing their promo- 
tional kits to the fullest advantage 
and start building demonstration 
houses so that the public can see 
the I-E home for itself. 

The association is now consider- 
ing refinements of the product at 
the retail yard level, also the pos- 
sibilities of securing manufacture 
acceptance of more complete fabri- 
cation of the end products that go 
into housing as the program pro- 
ceeds. 

Two manufacturers have already 
announced plans to “package” their 
products specifically for the I-E 
home. These producers are Yale & 
Towne for hardware and Georgia 
Hardwood Lumber Co. for lumber. 

This is the beginning of a con- 
tinuing program of the building 
industry to lower housing costs and 
to prove to the public that the 
building industry and the retail 
lumber dealer can and will use 
their ingenuity to produce the best 
possible home for the least amount 
of money. 


May Throttle Homebuilding Program 


THE consensus of board members 
and dealers at the convention was 
that building product merchants 
and their customer contractors will 
start building 5,000 Industry Engi- 
neered Homes at once. 

H. R. Northup, secretary-man- 
ager of the association, made this 
prediction in his report to the con- 
vention. At the same time he 
warned against proposals for fur- 
ther government regulations at the 
manufacturing level. 

“If this type of control were ap- 
plied to the production of building 
materials,” said Mr. Northup, “it 
would result in less production and 
a return of black markets.” 

Discussing the relationship of 
the Marshall Plan to lumber ex- 
ports, Mr. Northup declared that 
the exportation of any additional 
building materials will directly af- 
fect the number of homes that can 
be constructed in this country. 


PROTEST HIGHER EXPORTS 
Following an executive commit- 
tee meeting at the opening session 
of the convention, Mr. Mason made 
public a recent letter to Secretary 
of Commerce W. Averell Harriman 





H. R. Northup 


protesting against a substantial in- 
crease in fourth quarter export al- 
locations. The letter follows in part: 


“The rumor persists that your 
export policy committee and your 
Office of Export Controls continues 
to give consideration to lifting con- 
trols on lumber or on certain spe- 
cies of lumber, particularly species 

(Continued on Page 46) 
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Central H 


ORE THAN 40,000 square feet 

of selling space are incorpo- 
rated in the beautiful new super 
hardware’ store which Central 
Hardware company, St. Louis, re- 
cently opened in Wellston, a sub- 
urb of the city. 

The tremendous store, widely 
publicized as “the largest hardware 
store in the world on one floor,” 
was built almost without guiding 
precedent, according to David Ox- 
enhandler, general manager. 
Wrapped up in its design are the 
best merchandising, display and 
stock arrangement ideas culled from 
foodstore, super-markets, depart- 
ment stores and five other units of 
the Central Hardware chain. 

Of concrete-block construction, 
the building is 125x150 feet, em- 
phasizing 125 of clear postless glass 
across the front, which extends al- 
most to the ceiling. Behind this 
high-visibility front, customers find 
a completely air-conditioned atmos- 
phere, provided by 80-ton of com- 
mercial air conditioning. Interior 
walls are done in soft gray plaster 
pastels, with a soundproof ceiling 
which incorporates 10 rows of 
fluorescent lighting fixtures, 60 in- 
candescent spotlights for accentu- 
ating particular displays and a com- 
pletely automatic sprinkler system. 

Merchandise departments through 
the store, under management of 
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New super hardware store 
has 40,000 square feet of 
selling space including a 
complete millwork shop for 
tailored lumber service. 


SIDE entrance to the store, showing the two- 

level construction. Windows lettered with 

store name give customers a chance to watch 

tailored lumber service in the large millwork 

shop in the basement. Parking lot for 200 

cars is to the right, as well as the dock for 
loading and unloading. 


ardware’s Super Store 


PERMANENT outdoor toy department in front, heating equipment behind and suspended lighting 
fixtures are features on the right rear wall of the store. 


Allen R. Samet, are divided into 
nine major classifications, which 
include electrical appliances, paint, 
hardware, lumber, tools, electrical 
supplies, housewares, cutlery and 
sporting goods. Subdivisions of 
each department have been created 
to permit separation of small ap- 
pliances and major. appliances, 
plumbing and heating fixtures, etc. 
Each department is anywhere from 
150 percent to 350 percent larger 
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than in any previous Central Hard- 
ware store. The nine departments 
are staffed by approximately 66 


salespeople, each department hav- J 


ing an individual manager. 

A new merchandising keynote is 
the installation of cash registers 
in each department, which permits 
self-service customers to ste} t0 
the cash register, pay for thei! 
merchandise, and leave quickly 
without bothering with a central 
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ES, accounts receivable posting is incomparably 
faster with sulaP! Invoice copies themselves act as 
ledger entries when they are filed in Kolect-A-Matic 
panels—that’s how Cumberland e/iminates wasteful, costly 
transcription of already existing invoice data. And service 
tocustomers is decidedly superior with this ledgerless plan. 
When customers of this progressive Maryland firm want 
additional invoice copies or other information on supplies 


SUIAP ‘POSTING’ 
1S SIMPLICITY ITSELF... 


1 JUST DROP THE INVOICE 
INTO THE VISIBLE POCKET! 














\ 
\ 
\ 
\ Ask for free showing of “Saving with 
a SUIAP", informative twenty-minute 
sound film in full color. You'll see this 
remarkable credit control plan in action! 
Buitninc Propucts MERCHANDISER 









HOW 
Cumberland Cement and Supply Co. 


Cumberland, Md. 


REDUCES CLERICAL EXPENSE WITH THE NEW 
SIMPLIFIED UNIT INVOICE ACCOUNTING PLAN 


billed, there’s no lengthy reference to ledger entries and search- 
ing among files. All facts are in one place—instantly, completely 
available. 

Of course, that’s only part of the story—suIAP accounts receiv- 
able handling has other big advantages that pay you dividends in 
faster, smoother credit operations, better customer relations, higher 
profits. Visibly margined account records step up finding speed for 
credit authorization; simplified payment application cuts another 
big slice off clerical work. Positive collection procedures are auto- 


matic... get the money in faster. This Unit Control reduces opera- 


tional expense, frees for other duties personnel no longer needed to 
maintain several separate records. 

No wonder officials of Cumberland Cement and Supply wrote 
recently “*. . . our satisfactory experience leads us to state that our 
SUIAP Kolect-A-Matic is the most valuable piece of equipment in 
our office!” 

Finding out how the Simplified Unit Invoice Accounting Plan 
can benefit you is easy: just call your Remington Rand representa- 
tive, or write to Systems Division, 315 Fourth Ave., New York 10, N.Y. 


Remington Rend 


THE FIRST NAME IN BUSINESS SYSTEMS 
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SPORTING goods department is at the front, behind the all-glass window area. The rack will 
hold over 100 rifles and shotguns when stock is available. Note ceiling spotlights to intensify 


counter display. 


cashier station. The cash registers 
are provided with individual keys 
which symbolize department, type 
of merchandise, number of sales 
person, etc., for accurate sales tabu- 
lation and responsibility at the end 
of the day. 


In the basement of the store is a 
complete millwork shop which will 
provide tailored lumber service car- 
ried out within full view of the 
customer in an air conditioned 


atheclBesesece: 


ONE of the series of 12 “shadowboxes” which display garden tools, large hand tools, etc., 
across the rear of the store. The fixtures are convertible to display almost any kind of millwork, 
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shop behind wide plate glass win- 
dows. Lumber will be pre-cut to 
size while the customer waits, as in 
other Central Hardware stores. 
Costs for the new store are quoted 
as “in excess of a quarter million 
dollars” by Mr. Oxenhandler, and 
the opening inventory brushes the 
$200,000 mark. Display fixtures 
throughout are of limed oak, with 
the emphasis on convenience, visi- 
bility and wide-open aisles to per- 
mit free flow of floor traffic. 





insulation, plumbing supplies, tools, etc., by means of slotted metal strips shown. 
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NATIONAL TEAMWORK 

(Continued from Page 43) 
important to the construction in- 
dustry. 

“Repeatedly, for the past year, 
in behalf of the retail lumber and 
building materials distributors, we 
have protested to the export policy 
committee and to the Office of Ex- 
port Controls the trend throughout 
the year to steadily increasing the 
export permits for lumber. Where 
we started the first quarter of 
this year with an allocation of some 
225,000,000 feet, we find your 
fourth quarter allocation to be some 
365,000,000 feet.” 


The letter also pointed out that, 
contrary to general belief, the de- 
mand for lumber for export is for 
clear lumber, the very items needed 
for the construction industry at 
home and that stepped-up lumber 
exports might result in price in- 
creases of lumber at home. Futher- 
more, increased exports carries the 
danger of the reimposition of gov- 
ernment controls over lumber dis- 
tribution in the United States. 

Mr. Northup emphasized a num- 
ber of recommendations made by 
the Board of Directors in the ad- 
ministration of certain existing 
laws affecting the building field. 
These included: 

1. Closer study on the part of 
banks of the real need for loans for 
small and medium sized dwellings, 
particularly Title 1, Section III. 
The Board pointed to the increas- 
ing danger to construction in the 
residential field which is being 
brought about by the refusal of 
banks to grant loans most needed 
for building low cost homes. The 
Board pointed to the recent state- 
ment by the Federal Reserve Board 
in connection with the revocation 
of wartime credit regulation W on 
Nov. 1. The Federal Reserve Board 
cautioned banks to tighten credit. 
This advice, it is believed, may 
have resulted in the recent refusals 
of banks to accept Class 3 Title 1 
loans on low cost homes. 

2. Renewal of FHA Title Vl 
financing of rental properties in 
1948. 

3. Uniformity in FHA and Vet- 
erans Administration appraisals. 
Lack of uniformity has led to con- 
fusion and multiplied the difficulties 
in financing homes. 

Materials shortages, according to 
present indications, will be over- 
come, said Mr. Northup in conclu- 
sion, provided not too much mate- 
rials is exported and provided the 
industry continues free from regu- 
lations and control. 
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SUILDING Propucts MERCHANDISER 


Treasured Possessions 
that last a Lifetime... 


Sterling silver and Zephyr Double Walls are 
chosen both for their charm and beauty and 
leeause they last a lifetime. 

Creo-Dipt genuine red cedar Double Walls 
are the perfect choice for small or large homes 
of distinction and enduring attractiveness. 

Kconomical too—as the applied cost is only 
a fraction more than substitute materials. 
Double Wall construction means Zephyr ap- 
proved insulating board under deep textured 
genuine Zephyr red cedar shingles. 

Zephyrs are all vertical grain deep textured 
shingles. with square butts and parallel sides. 
Tops are smooth sawn to provide a 
light. snug fit. Easy to apply—and 
certain to please. 


CERTIGRADE 
7 


(vailable in a large range of pleasing, lasting 
colors—all laboratory tested to resist weather. 


The John Howard 
Payne house at Kast- 
hampton, Long Island, 
built in 1660. This all- 
shingled home is a 
splendid example of 
the longevity of red 
cedar shingles. 


| 


es aes 
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EO-DIPT COMPANY, INC., NORTH TONAWANDA, N. Y. 
CREO-DIPT OF CANADA, LTD. 


‘HE ORIGINAL STAINED SHINGLE—FIRST AND BEST 











VANCOUVER, B. C. 




























ONE CAR or 100 CARLOADS 





Picture of a Dealer Who 
Knows It Pays 
to Buy from KENTWOOD 


You don’t make any profit on the lumber you have on order or 
are promised——until you actually get the lumber and are able to 
deliver it to your customers. 


If you’re tired of always waiting and waiting for shipment of 
your orders, try Kentwood. 


Kentwood is really organized to give you service. Not only do 
you get shipments when promised, but you get the kind of 
lumber you want and need. 





’ —— a Branch Offices 
Your Kentwooc DETROIT — 1965 National 


Expediter takes care of that. He Bank Bidg. 
works right with the mill—until Phone Randolph _6838. 
your lumber goes into the car. J. Ed. Hickerson, Mar. 
He sees the stock sawn, dressed, ee soe Wel 
run to pattern, graded, loaded in pth St 3 nein 
_ one i oO one Andover ° 
re car on time to meet your Roy E. Quinn, Mar. 
ay oa LOUISVILLE—2226 Walter- 
dale Terrace 
Phone Highland 4726. 
R. E. (Bill) Duerr, Mgr. 
MIAMI—Call or write 
Florida area mgr.—S. P. 
Davis at Plaza Hotel. 


Let us demonstrate to YOU that 
it will pay YOU to order from 
Kentwood. 


KENTWOOD 


LUMBER CORPORATION 


T. B. RICHARDSON, Pres. 
Offices: First Nat'l Bank Bldg. 


BIRMINGHAM, 











Phone 4-8691 
ALABAMA 


Southern Pine - Southern Hardwoods 
Wholesale 














THE MORE YOU Leazu 


THE MORE YOU £azu 


What to learn and how to learn it—a long-swing plan for improvement. 


HILE FEW WILL admit it, most men show by 
their actions that they believe earning starts 
where learning ends. 

The minute many a high school or college gradu- 
ate receives a diploma, he mentally heaves a sigh 
of relief and says, “At last, it’s all over. Now I’m 
educated.” 

It is automatically ‘all over’ for anyone who con- 
tinues to retain that attitude throughout life. In the 
case of the consumer salesman of lumber and build- 
ing products, education to help himself get ahead in 
his work and reach his objectives of security and 
happiness is largely a personal proposition. 

The fact that for one reason or another you were 
unable to complete high school or college does not con- 
stitute an obstacle that cannot be overcome. The 
bulk of the many important factors that result in suc- 
cessful execution of the basic selling formula (1. Have 
a needed product; 2. Find a buyer for it; 3. Sell it to 
him at a profit) cannot be learned in school. They 
must be learned while the salesman is actually em- 
ployed in selling the home, structural improvement 
and miscellaneous merchandise markets of the light 
construction industry. 

The only Dr. Elliot’s Five-Foot Bookshelf in your 
field is five feet high and as wide as the length of life 
itself. When one book has been finished, changing 
conditions that keep business healthily competitive 
put another volume in your hands. If you, the sales- 
man, are to continue to increase your earning power 
you must continue to learn—and the more you learn 
the more you will earn, providing you fully apply your 
increasing knowledge to your daily work. 

After a period of some years many seasoned sales- 
men fall into such errors as are illustrated by these 
remarks: “I know all there is to know on this job,” 
or “I’m making enough money now. Why not take it 
easy?” Such thinking inevitably leads to a future cut 
in income. When resting on the oars becomes a per- 
manent condition, the tide of competition sweeps you 
backward with it. You never stand still in learning 
you are either acquiring knowledge or your store of it 
is proportionately lessening. 

Research by leading university authorities indicates 
that most people only utilize 25 to 30 percent of their 
mental capacity. The remaining 70 to 75 percent rep- 
resents an untapped reservoir of ability that few peo- 
ple try to develop. These same authorities tell us that 
most people can do little more than keep abreast of 
their present job unless they put in at least six hours 
a week of intensive study. 





AIMLESS STUDY HANDICAPS 
TO BE EFFECTIVE, study must be purposeful and 
directed. Aimless and misdirected learning is more of 
a hindrance than a help. The mind becomes cluttered 
with facts that cannot be applied to the selling problem 
at hand. 
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There are salesmen who always spot the killer in the 
second chapter of a whudunit and can recite from 
memory the batting averages of the leading ten hit- 
ters in the American league. Few people are narrow 
enough to condemn these or other interesting hobbies 

as long as they remain hobbies. The _ personal 
danger signal must be flashed when a hobby is allowed 
to grow out of proportion to its value as a stimulating, 
relaxing change-of-pace for the mind and body. 

A definite plan of action is required to put the 
Learn-More Earn-More program into effect. No all- 
inclusive, assembly-line, self-education program can 
be laid down that will fit every salesman. As the result 
of heridity, environment and personal initiative, you 
are quite different both physically and mentally from 
your fellow consumer salesman of lumber and building 
products. 

Obviously, the most essential requirement is drive 

undefinable ability to stick to the task, seeing the 
final goal clearly even though you run into every one 
of the 999 different kinds of discouragement. Armed 
with mental will power and plenty of natural curios- 
ity, you are ready to give this proposition of self edu- 
cation some careful scrutiny. 

For the purpose of quick-to-grasp simplification, 
learning more to earn more becomes a _ three-fold 
process that consists of the following steps: 

1. Determination of what to learn. 

2. How to learn it. 

3. How to apply what you learn to creative selling. 

The salesman who waits on customers and is no 
more than an order taker has not made even the first 
step. Of the next two grades of salesmen— the techni- 
cian and the personality man—the technician has fol- 
lowed all three steps in learning the physical proper- 
ties of his products but has overlooked development 
of his personality and learning what his products can 
do for his customers. He is a robot and has no real 
understanding of how to enthuse customers to buy. 
Consequently, the technician sells physical objects 
at a price but is unable to sell mental concepts (cov- 
sumer benefits) at a profit. 

The personality man has added to his technical 
knowledge the ability to get along with people. He 
chalks up a higher selling average than the technician 
because people like to do business with him, but he 
falls considerably short of the creative salesman. 

The creative salesman stands at the top rung of the 


IN A SERIES OF LESSONS FOR 
| CONSUMER SALESMEN OF LUM- 
BER AND BUILDING PRODUCTS 
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PAINT GUN 
+ TIME 
v PAINT 
+ MONEY 






“The greatest improvement the paint business has 
ever known.” That’s what they’re saying about the 
amazing new Hudson Lektrik Paint Gun. And Hud- 
son is giving it terrific backing in national advertis- 
ing, promotion, and display. Get on the band wagon 
NOW and get YOUR share of the profit. 


Equipped with Portable Motor 
Hudson’s 110-120 Volt AC/DC motor 
develops 22 lbs. free air. Practical for 
homes and farms. A “must” for hob- 





byists. Paints smoothly with little 
You always get a miaster- 
craftsman job. 


Every Kind of Painting 


Glass jar holds 24 oz. enamel, var- 
nish or paint. Paint Gun is equipped 
with adjustable sprayheads and di- 
rectional nozzle, for painting up, 
down, sideways or straight ahead. 
Fingertip control. No painting mess. 





Saves Time — Paint — Money! 
A lifetime investment. Sells for only 
534.95 complete with motor, higher 
in western territories. Guaranteed. No 
extra gadgets, gimmicks or spare parts 
required, Just 8 pounds complete. 





NATIONALLY 
ADVERTISED 
IN 


THE SATURDAY EVENING 
POST 
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PAINT GUN 


4. D. Hudson Manufacturing Company, Chicago, Illinois, U. S. A. 


H. M. Co. 1947 


A Hudson Sprayer For Everyone Everywhere 
ORDER FROM YOUR JOBBER TODAY— OR WIRE HUDSON TODAY! 
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ladder and is limited only by the number of prospects 
in his territory and their ability to buy. In addition 
to technical knowledge and a good personality, the 
creative salesman is constantly developing new pros- 
pects and generating ideas that are transplanted into 
the prospect’s mind and cultivated until they become 
an order. The creative consumer salesman of building 
products converts an idea into a sale, a prospect into 
a customer. He does it by interpreting not just a 
product but a package to the prospect in terms of 
what the package will do for the customer. The cre- 
ative sale is made by implanting the idea that the 
package of products will result in pleasure and gain 
and prevent discomfort and loss. 


WHAT TO LEARN 
PRIMARY object of the Learn-More Earn-More 
program is to qualify you to make more and bigger 
creative sales. The first step, then, is to determine 
what to learn—what you need to know to make more 
and bigger creative sales. There is no list that can 
cover completely all points. 

First, you must LEARN YOUR PRODUCT 

A. Learn its technical features: What it is made of 
and how it is manufactured. Its proper use. 
How it can be installed or applied. 

B. Learn its selling points: What it will do for the 
customer—how it will benefit him. Features 
that make it superior to competitive products. 
How it can be fitted into the package sale—what 
related items are best sold in connection with 
the product. What questions customers ask 
about it and how to answer them. What type 
of sales resistance does the product meet and 
how is it best overcome. How to use the avail- 
able sales tools and literature that will help you 
sell it. 

C. Learn its price: How to prepare a quotation for 
a package unit—sketching, measuring, writing 
specifications, the technique of estimating. 

How do you acquire knowledge about the products 

you sell? There are many ways: By reading the 
manufacturer’s literature. By experience in working 
with equipment and material, seeing them handled by 
building mechanics, talking with your own construc- 
tion staff, associate contractor customers, architects 
and engineers. By noting product performance under 
actual conditions of use. By raising questions about 
the product for the manufacturer’s representative to 
answer. (The manufacturer is always glad to help 
you. You are the most important link in his distribu- 
tion chain—you are the vital final contact between the 
manufacturer’s product and the ultimate consumer. ) 


PRODUCT DATA FILE 

RECOGNIZING that the knowledge of products is 
the very foundation of successful selling, AL&BPM’s 
first issue in April of each year includes a Product 
Data File designed to provide consumer salesmen of 
lumber and building products with the following: 

1. A detailed and departmentalized portrayal of the 
actual items you have to sell. 

2. A listing of consumers’ services and uses of the 
products you sell. 

3. Simplified methods which make estimating and 
unit price building easier for you. 

4. A organized method of selling related items and 
building each individual sale higher, wider and 
thicker. 

5. Information on assembly, installation and con- 
struction of your sales items. 
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A CHECK CHART FOR LEARNING 


1. Do you have an inquiring mind—are you curious 
about people you meet and things you see? 

2. Do you develop sources of information—when 
you don't know the answer, do you know where 
to find it? 

3. Do you clip and file valuable magazine articles, 
newspaper stories, advertising literature, tech- 
nical reports, etc. that will be useful in the 
future? 

4. Do you analyze your failures so as not to make 
the same mistake twice? 

5. Are you afraid to ask questions? 

6. Do you accept an answer as an absolute truth 
without checking it? 

7. Do you study at least six hours a week? 














6. Helpful selling tips on various commodities. 
7. Definitions of unfamiliar terms. 


It is a reference you can consult to find the answers 
to questions buyers ask about your products. (Don’t 
be afraid to admit once that you don’t know an an- 
swer—but never be caught twice with the same un- 
answered question!) Use it to analyze customers’ 
needs. (There is not a family in your community 
that will not need, use and buy several of the items 
listed every year from some one. Why not you?) 
And study for definitions so that you will always use 
non-technical language in talking with consumers. 


Second, you must LEARN YouR PROSPECTsS—A. How 
to find prospects. B. How to develop prospects into 
customers. 

Learn how to find prospects: Once you have a prod- 
uct that is needed, you must find some one who can 
buy it. Obviously, learning to find prospects—assur- 
ing yourself of a steady flow of people who can buy 
your product—plays an important part in your suc- 
cess as a salesman. 


The process of finding prospects is largely a me- 
chanical one. Company advertising and sales pro- 
motion in its many forms—including newspaper, bill- 
board, radio, direct mail, salesroom displays and home 
shows—are all designed to move people toward your 
products. There is a company investment in each 
interested prospect developed by these methods and 
it is up to the salesman to make this investment pay 
off by converting prospects into customers. 


However, the successful salesman does not wait for 
interested prospects to come to him but he also finds 
and develops creative prospects (the prospect with a 
latent but not fully realized need). While these crea- 
tive prospects may have been influenced to some ex- 
tent and the path paved for you by your company’s 
advertising and sales promotion, they have not been 
directly and powerfully motivated by such advertising. 


You can find and develop creative prospects by 
keeping your eyes open for houses, farm buildings 
and other structures needing repairs and improve- 
ments, by calling on old customers. (When you have 
sold one job in a neighborhood, check with other 
nearby residents. Many people put off buying an 
item until they see the other fellow buy one.) Other 
ways are by planned canvassing block by block oF 

(Continued on Page 66) 
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IN A SERIES OF MANAGEMENT 
ARTICLES FOR EXECUTIVE 
PERSONNEL OF RETAIL BUILD- 
ING PRODUCTS COMPANIES 








Taking a Personnel Inventory 


Measuring men — measuring jobs — fitting them into 
a harmonious pattern; that’s how to get the most 
from your company’s greatest asset — its manpower! 


= FUTURE of your business 

will be shaped by the accom- 
plishments or failures of its man- 
power. Many things enter into the 
successful retailing of lumber and 
building products: the yard—the 
store—the stocks of merchandise 
— advertising — display — book- 
keeping, etc. But these things have 
no meaning except as they relate to 
the people who activate them—the 
employees of your company. Things 
in themselves do not make profits— 
people do! 

To get the most out of your busi- 
ness you must get the most out of 
your manpower. Since people are 
infinitely complicated this is not 
always a simple task. Basically it 
is a problem in human relations— 
in building better morale and team- 
work (Article No. 22 in this series 
covered the problem in detail.) 
However, there are a number of 
routine methods an executive can 
use to help get maximum produc- 
tiveness from his manpower. They 
are no more difficult than taking an 
inventory—but they pay substan- 
tial dividends. 

These routine methods involve 
(1) the measurement of both jobs 
and men in your organization and 
(2) the fitting together of men and 
jobs in the way that will be most 
beneficial to company and em- 
ployees alike. 

The general manager of a retail 
lumber and building products yard 
must direct a business more compli- 
cated than any other in the entire 
field of retail merchandising. His 
first and most important executive 
function is to get the most out of 
his employees. His job, when 


stripped down to fundamentals, con- 
sists of job analysis and task set- 
ting, personnel selection and train- 
ing, supervision of work and co- 
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ordination of all activities. He 
might have one or a hundred peo- 
ple to help him, depending on the 
size of the organization. 

His success in the job will depend 
to a large degree on his ability to 
select suitable employees when the 
business needs new blood. It will 
depend in equal—or even greater— 
degree on his ability to handle effec- 
tively all the old and new employees 
on the payroll and help them realize 
their maximum usefulness. 

The problem is highly individual 
and no two retail yards are con- 
fronted by exactly the same condi- 
tions. Any article on the subject 
must necessarily be general — 
rather than offering an ultimate 
solution it can only point to an ap- 
proach. 

MEASURING JOBS 


JOB analysis is a fundamental 
first step to efficient handling of 
employees. Job analysis merely 
means studying a job, taking it 
apart and describing it in detail. 
It offers the following advantages: 

1. The requirements of the job 
are itemized in detail, and the right 
person to fill it can be selected by 
logical rather than intuitive means. 

2. Training of the employee is 
simplified because the analysis 
offers a blueprint upon which in- 
struction can be patterned. 


3. Compensation for the worker 
can be fairly based on the amount 
and importance of work assigned— 
and his facility in performing it. 

4. It is easier to distribute work 
fairly. A job analysis reveals 
whether the employee is over- 
burdened—or whether he does not 
have enough specific responsibili- 
ties to keep him busy. 

5. The administrative and coor- 
dinating supervision becomes more 


effective when the delegation of 
responsibilities is pre-planned and 
mapped in detail. 

6. Job analysis makes it possible 
to avoid repetition of work and to 
eliminate superfluous operations. It 
indicates the optimum number of 
employees needed by the firm and 
helps to control the cost of doing 
business 


When a job is analyzed the find- 
ings should be summarized in a job 
description. This description not 
only gives important general facts 
about the job, but also lists in de- 
tail the specific responsibilities of 
the worker. 

MEASURING MEN 


A MANAGEMENT problem is to 
reach fair and intelligent decisions 
regarding individual employees. 
These decisions affect both new and 
old employees. They determine 
selection, placement, training, 
wages, transfers, raises, advance- 
ments and discharges. They affect 
every relation the employee has 
with the company during his entire 
period of service. 

Whenever a decision affecting an 
employee is made, management has 
first arrived at some kind of evalu- 
ation or rating of that employee. 
All too often these ratings are 
reached intuitively and subjective- 
ly, whereas they should be free of 
personal bias and as objective as 
possible. 4 

A trend in business today is to § 
encourage managers, foremen and © 
other supervisory employees 10 P 
study the conduct, performance, 7 
abilities and potentialities of the 
workers under their direction. It 
is true that supervisors have 4l- 7 


ways done this to a certain degree, © 
but their observations are now be 7 


ing tabulated in the form of em 7 


November 22, 1947, AMERICAN LUMBERMAN & Ff 











n of 
and 


sible 
id to 
is. It 
ar of 
| and 
loing 


find- 
a job 
1 not 
facts 
n de- 
es of 


1 is to 
isions 
oyees. 
w and 
rmine 
ining, 
vance- 
affect 
e has 
entire 


ing an 
nt has 
evalu- 
ployee. 
rs are 
ective- 
free of 
tive as 


y is to 
en and 
pes tO 
‘mance, 
of the 
ion. It 
ave al- 





cA 


degree, ‘ 
10w be- § 


of em: 


MAN & 
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WHY NOT 


end it all? 





YOU CAN DO IT QUICKLY! 


YES, you can end all of the headache, 
all of the time and labor wasted, all of 
the work stoppage that results from the 
millwork industry's oldest headache — 
sash reconditioning. 

You can handle and ship Arm-Glazed 
sash the same day. You can depend upon 
ARM-GLAZE to retain its elasticity, to 
seal perfectly, to absorb all normal ex- 
pansion and contraction. 

When you use ARM-GLAZE, you 
eliminate all faults common to ordinary 
putty. You speed up work all along the 
line, saving time, labor and space. You 
can get ARM-GLAZE features only in 
ARM-GLAZE. 


Start using this superior glazing ma- 
terial today on all sash—and end all 
problems connected with sash recon- 
ditioning. 


THE | 


ARMSTRONG 


COMPANY 


241 So. Post Ave. 
Detroit 


4065 So. LaSalle St. 


Chicago 


Burtpinc Propucts MERCHANDISER 


FIREPLACE UNITS 


FOR ALL YOUR CUSTOMERS 


More sales—better profits for you— with the 
Bennett Line — Fireplace Units, Dampers 
(Steel and Cast-iron), Clean-outs, Ash Dumps, 
Lintel Bars, etc. . . . to fit every prospect’s re- 
quirement. Only Bennett builds two types of 
Fireplace Units, to meet a// building needs. 


For Camps, Cottages, 
Southern Homes and 
Play Rooms 





For Modern, 
Insulated Homes, with 
Central Heating 


Fresh air, from outdoors, 
is heated and circulated 
thruout the room. No 
loss of expensive furnace 
heat up the chimney... 


319 So. Crowdus St. 


no cold, unhealthy floor 
drafts—and no smoke! 


The unit cannot inter- 
fere with the traditional 
beauty of the fireplace 
—it’s hidden within the 
masonry.... Easier and 
quicker to build. Mantel 
may be designed with 
complete freedom. 


Draws cool air from floor 
level, heats and recircu- 
lates it... throughout the 
whole room! Keeps air 
fresher. Furnishes a com- 
plete form for the mason 
—saves your customers’ 
construction and opera- 
tion costs... No smoke. 
Adaptable to any mantel 
design. 


EVERY FIREPLACE OWNER 


WANTS 5.5. 


Write us for 
FREE 
FIREPLACE 
CATALOG 
at 
1127 Pine 
Street. 


BENNETT - IRELAND INC. 


ny ae 4 QA LL 


NORWICH, 


AX fe 


LI OC ry 


NEW YORK 








ployee ratings—and these formal 
employee ratings are comparatively 
new in the business world. 

Rating the performance of the 
man and comparing this with an 
analysis of the job he fills gives 
management many useful facts. It 
helps determine whether the man 
is in the right job—or whether a 
transfer would be advisable. 

Ratings help in the judicious 
selection of employees for promo- 
tion and advancement to more im- 
portant posts. They also indicate 
whether a worker is entitled to in- 
creased compensation. 

Ratings may reveal a worker’s 
good and bad qualities. They may 
expose weaknesses which can be 
corrected by additional training— 
thereby giving management a 
chance to advise the employee re- 
garding his future improvement 
and chances for advancement. 

If a man is fired and questions 
the reason, his rating should help 
explain the cause of discharge. 

In the case of complaints or dis- 
putes the rating might be valuable. 
Depending on the circumstances, it 
will either justify the worker’s 
complaint or help prove to him the 
soundness of the manager’s deci- 
sion. 

In every business occasional 
problems come up which require 
decisions that cannot be made by 
predetermined rules. Leaves of 
absence, prolonged sick pay, loans 
to employees, etc. are in this cate- 
gory. In such cases management 
considers individual merit and the 
employee’s record. A formal rat- 
ing will be invaluable in reaching a 
fair decision. 

Despite all these advantages an 
employee rating is anything but in- 
fallible. There are dozens of types 
of ratings—not one of them can 
offer a completely fair, impartial, 
objective or accurate evaluation of 
an employee by any absolute stand- 
ards. These ratings, however, are 
easy to make. They are certainly 
worth the comparatively small 
amount of time and effort they re- 
quire. 

Lack of space prohibits a com- 
plete discussion of the various 
types of ratings. A simplified rat- 
ing form is illustrated with this 
article. This will give you an idea 
of the form and basic content. By 
experimenting with it and expand- 
ing it you can develop, if you wish, 
three types of rating forms: one 
for yard employees, one for office 
workers and one for salesmen. 

Whenever feasible, it is wise to 
have more than one man do the 
rating. Two or more executives 
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EMPLOYEE RATING CHART 


Name of Employee............... USE THIS SCALE IN RATING 
Perfect .. ST 
Department ...... .... Excellent . 8or9 
Good 6 or 7 
Position or Title... . _. Pair 4 or 5 
Poor .. eye 2 or 3 
Salary or Wage .... Deficient ........... 0 
RATING REMARKS 


HEALTH—consider general condition 
and regularity of attendance. 


APPEARANCE pa ‘consider neatness, 


cleanliness, etc. 


MANNER—consider courtesy to cus- 
tomers and other employees. 


COOPERATION — consider willingness 
to work with others and loyalty to 
the company. 

DEPENDABILITY—consider reliability in 
carrying out all duties. 

WORK OUTPUT—consider volume of 
work done and speed in completing 
assignments. 


ACCURACY—consider correctness in 
all work done. 


INITIATIVE pee ‘consider resourcefulness 
and ability to work without con- 
tinual direction. 


KNOWLEDGE—consider to what de- 


gree necessary information is pos- 
sessed. 


ADAPTABILITY—consider diversity of 
ability and promotional capacity. 


|. Is this employee in line for a pay increase? YES.... NO..... Please 
discuss your answer. . 


2. Is this employee in line for promotion to another job? YES 


3. How would you rate this employee? (Check One Only): 
OUTSTANDING (Definitely superior in his line of work.) 
SATISFACTORY (An average employee, well fitted for 
the work.) 


A PROBLEM [A poor employee because of definite limi- 
tations.) 


4. If this employee has definite weaknesses, do you believe they could 
be corrected by further training? Explain 


RATER.... ...... DEPARTMENT.............. DATE 











A SIMPLIFIED type of employee rating chart. Dealers can change the traits listed and the 

questions to adapt this chart to their individual requirements. In a large organization it 

might be advisable to prepare different rating charts for employees in different types of work 

(one for salesmen, one for truck drivers, etc.). In this way the questions can be specifically 

designed to uncover the particular type of information needed for evaluation of men pe! 
forming dissimilar tasks. 


‘ 
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Buy 


W FROM OUR OWN FORESTS AND MILLS 
y 


Carload Quantities 


PONDEROSA PINE, SUGAR PINE, 
DOUGLAS AND WHITE FIR 


YARD STOCK 


Our recently increased timber holdings and added manufacturing facilities 
assure you continued, dependable supplies of Smith-Quality lumber and 
special lumber products. Send us your inquiries for anything made of 
Western Lumber. We manufacture and specialize in 





Furniture Dimension Venetian Blind Slats, Rails and 
Glued-Up Stock Fascia 

Carpenters’ and Special Mouldings Ladder Stock 

Industrial Shook Ready-to-Assemble Furniture Parts 


We can also supply yard stock in any West Coast Wood. 


- 


Address all Correspondence to our Kansas City Offices. 


RALPH L. SMITH LUMBER CO. 


1635 Dierks Bldg. Kansas City 6, Mo. Victor 4143 


Member of Western Pine Assn., National Wooden Box Assn., National-American Wholesale Lumber Assn. 











910 U. S. National Bank Bldg., Portland 4, Oregon. 


ee 


IMMEDIATE DELIVERY ........ 
ON WANTED ITEMS IN SHORT SUPPLY 


Without Paying Premium Prices 


ase GASOLINE POWER UNITS—6 cylinder 60 H.P. Hercules JXD with starter, generator 
and clutch operated take-off complete. Governored for 1500 R.P.M. 4” bore, 41/." 
stroke. ’ 











6 cylinder 105 H.P. RXC with starter, generator and clutch operated take-off com- 
plete. Governored for 1500 R.P.M. 45" bore, 5!4" stroke. 


INSERTED POINT CIRCULAR SAWS—with one spare set of teeth. Simonds Style F 7-8 
gauge hammered R.H. 54 inch diameter. Simonds No. 113, 5!/) foot cross cut. Si- 
) monds No. 113, 6 foot cross cut. 


for 36° x 10” C.I-DRIVE PULLEYS — 10” x 5 Ply RUBBER COVERED DRIVE 
BELT. Other smaller sizes of pulleys. 


GENUINE KNIGHT DOGS AND SET WORKS — all types and sizes. 
ould Wine or Phone Immediately I} Interesied | 


as these scarce items are necessarily subject to prior sale. 


fies 
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THE KENT MACHINE CO. "°s:ci°*° Cuyahoga Falls, Ohio 











and the — 
zation it STURDI-MILL ALL-STEEL SAWMILLS! -- KNIGHT DOGS AND SET WORKS 
of work | 
ecifically Portable Saws @ Edgers @ Cut-OffSaws ©@ Saws °® Engines ® Top Sawrigs 
nen pel- Log Turners @® Sawdust Conveyors and Blowers 
' 
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or supervisors who are acquainted 
with the employee’s work should 
each fill out a rating form on him. 
Obviously, they should not consult 
each other in doing so. With these 
separate ratings top management 
has a somewhat better chance of 
catching discrepancies which may 
be due to personal bias and arriv- 
ing at a balanced evaluation of the 
employee. 

Ratings can be made once every 
six months or once a year. They 
should be dated and kept in a 
private file for review when needed. 

Wise executives are constantly 
looking for men in the ranks who 
can be promoted to positions of re- 
sponsibility as the need arises. This 
policy makes for better morale than 
does the habit of going outside the 
company to find men for openings 
in the better job brackets. How- 
ever, it is imperative that em- 
ployees selected for promotion have 
all the qualities needed for success 
in their new posts. 

Here is a list of qualities to look 
for in an employee being considered 
for promotion to a supervisory or 
executive post. It is assumed that 
his basic rating is high. In addi- 
tion he should have the character- 
istics in the following list. 


1. HE SHOULD BE COHERENT AND 
ARTICULATE. He must be able to 
give clear, accurate instructions 
which his assistants can understand. 
He might be a good worker himself 
but deficient in the ability and 
patience required to instruct and 
correct others. Without this ability 
he cannot get far. 

2. HE MUST KNOW THE WORK TO 
BE DONE. Otherwise he cannot gain 
the respect of his subordinates. He 
must be able to judge the ability of 
his assistants, recognize good per- 
formance, detect gold-bricking, and 
understand the difficulties facing 
workers under his supervision. 

3. HE MUST BE COOPERATIVE. He 
must achieve and practice team- 
work. He must work well with 
others. He must be able to follow 
a good plan suggested by an asso- 
ciate as well as if it were his own 
brain child. 

4. HE MUST BE FAIR. He must be 
big enough to admit his own mis- 
takes and errors. He’ll never get 
anywhere if he passes the buck or 
blames his assistants for his own 
occasional shortcomings. Subor- 
dinates quickly spot executives who 
try this and deny him their best 
efforts. 

5. HE MUST BE PROFIT-WISE. He 


must understand that his depart- 
ment must pay its way and con- 
tribute its share of net profits. He 
must keep expenses in line. But he 
must know how to achieve economi- 
cal operation without resorting to 
petty stinginess which will reduce 
efficiency. 

6. HE MUST BE IMPARTIAL. In 
meting out discipline, in assigning 
tasks, in recognizing good work, he 
must treat all people under his 
supervision with the same regard— 
whether they are his friends or 
whether he personally dislikes 
them. He cannot give the breaks 
to members of his own club, lodge 
or church—or overload his depart- 
ment with them. 

7. HE MUST BE COOL IN EMERGEN- 
CIES. Once in a while things are 
bound to go wrong. Peak loads 
must be met, and some of the em- 
ployees are absent because of ill- 
ness. A program goes haywire. In 
the final analysis the only way you 
can be sure of a man’s ability is to 
observe him under fire in an 
emergency. If the record proves he 
gets nervous and irritable in such 
situations, watch out! To be a real 


executive he must be able to remain 
calm, pitch in and do his share of 
the work. 
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A whiter white cement 
that gives greater beauty 
wherever used ...widely and 
consistently advertised to your customers. 


Trinity Portland Cement Division, 
General Portland Cement Company 
111 W. Monroe St., Chicago; Republic Bank Bldg., 
Dallas; 816 West Fifth St., Los Angeles 
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... concrete architectural units... 


and for many light reflective uses 
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WOOD MOULDINGS 
WOOD CARVINGS, MARQUETRY, TRIMMINGS 


Of genuine wood, not plaster or 





















composition. Authentic designs in 
classical and moderne patterns 
for all uses. Cut clean to apply 
instantly — no sanding. In ran- 
dom lengths or quantity orders 
made to your specification. 
Prompt delivery from large ready 
stock. Not necessary for you to 





carry stocks — we make drop 





shipments direct to your cus- 





tomers for added convenience. 





Only the catalogue or a visit to 
our showroom can give you an 
idea of the complete line avail- 

able for immediate delivery 


MANUFACTURING COMPANY 


192 LEXINGTON AVENUE 
NEW YORK 16, N. Y. 





Two Specials 
for Prompt Shipment 


4/4 +2 & Btr. Hickory 


2x4 & wdr. RL +2 & Btr. 
85% Heart F. A. LLYP 
Rgh. or S4S 


of . 
2 Gi al 


a3 
Hundreds of buyers rely on & 
Scotch for most of their lumber ’ 
requirements. Scotch lumber 

has been satisfying customers 

for over 51 years. 


zZ 
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SOUTHERN PINE @ SOUTHERN HARDWOODS 
FULTON, ALABAMA 


Mixed Cars a Spectalty 


Member SPIB and NHLA 
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A NEW DIXON MILL 
Is Rising from the Ashes 


The story goes (unauthenticated) that 
a famed Egyptian bird, the Phoenix, 
was burned along with a new-laid egg 
in a fire that destroyed its nest. Then, 
from the ashes of that thoroughly 
burned egg, a new Phoenix arose .. . 
This may or may not be true, BUT 
we do know that 


A Great New Mill 


is rising rapidly from the ashes of the 
old Dixon Industries Lincoln Lumber 
Mill on the shore of Roosevelt Lake 
in Washington. 


This mill and power plant will be 
among the most modern in the nation. 
When completed, it will join other 
Dixon mills in sawing away at a gj- 
antic log—the backlog of orders for 
igh-quality Dixon Lumber Products. 


THE DIXON INDUSTRIES 


GRANT DIXON SPOKANE 


President 


GRANT DIXON JR. 


ice -President 


HAL R:DIXON a 
\,) Gt 
creed unc © Or’ hi 









Western. Pine Assn. 
Ponderosa Pine Woodwork. 
National Door Mfvs.Assn. 
National Wooden Box Assn. 
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Higher and Higher 

OING UP continues to hit the 

distressed ultimate consumer 
full amidships every time he turns 
around regardless of whether he is 
trying to buy something to eat, 
wear, live in or read. It seems but 
a short time since the Saturday 
Evening Post went from a nickel to 
a dime. Now it is to be 15 cents per 
copy...three times its 1939 price. 
And the advertising rate ($10,500 
per non-color page) is said to be 
due for a hike. Collier’s has doubled. 
So has News Week. The Ladies’ 
Home Journal comes close to the 
Post in advances—to 25 cents per 
copy from 10 cents. Prize example 
of what’s going on is the November 
issue of House Beautiful (50 cents 
per copy) with 310 pages of adver- 
tising...a glorified Sears-Roebuck 
catalog but much less interesting. 


* 


Time to stop, look, and think it 


over. 
* 


Buyers’ Strike 

N PHILADELPHIA a few eve- 

nings ago we were eating dinner 
at the Bellevue-Stratford. A table 
or two away a businessman studied 
the menu carefully and at consid- 
erable length. Suddenly he tossed 
it aside with a great show of dis- 
gust. 

“To hell with it!” he said, as he 
stomped out. “I won’t pay it.” 

We felt the same way but didn’t 
have the nerve to stage a strike. 
So we stuck to eggs which must 
have been laid by a hen housed in 
a Philadelphia castle. 

.« w 

A good many consumers are find- 


ing out there’s a lot of “flay” in 


inflation. 
* + 


New Game 

ECENTLY WE spent an eve- 
ning with friends who were 
enjoying themselves immensely at 
a game called “Taking the ‘High’ 
Out of the Cost of Living.” With 
three other couples they concen- 
trated much thought and attention 
on the subject of economizing in 
everything. Whereas they formerly 
subscribed to four magazines, each 


58 





family now took but one and passed 
it along—one-fourth the cost per 
family for the same four maga- 
zines. Books the same way. Night 
clubs and movies were passed up 
in favor of get-togethers at home. 
Autos were shared. Economy menus 
were studied from the standpoint 
of balanced rations. When the total 
cost of some of the exciting new 
meals were divided by eight, there 
was great rejoicing. “Never had so 
much fun in our lives,” was the 
enthusiastic verdict. 


An obstacle to one man is merely 
a challenge to another. 


* 


Merchandising Opportunity 
GRICULTURAL experts are 
pointing out that maintaining 
soil fertility will receive more at- 
tention during the next few years 
than at any time in the history of 
farming. Excessive demand for 
farm products, plus record-breaking 
prices, are the major reasons why 
soils are being depleted and plant 
food will be a must on most farms. 
Fertilizers already are being 
sold by many lumber dealers and 
there appear to be few reasons for 
not extending the trend in yards 

which specialize in farm trade. 


oa 


The load that will get you down 
quickest is carrying a grudge. 


% * 
Why? 
HE YEAR of 1947 will go 
down in history as one of the 

best the retail lumber industry has 
ever enjoyed from the standpoint 
of volume and profits. Competition 
is a forgotten word. Inventories 
are low. Turnover is terrific. Book 
accounts are no problem. ” 

Despite these blessings there has 
never been as much complaining, 
dissatisfaction with suppliers, fin- 
ger pointing, nose-thumbing as is 
now going on. 

It’s not a healthy sign! 

Perhaps we are going to have to 
experience a touch of what most 
other nation’s are enduring before 
We again appreciate our blessings. 


These Changing Times 


ANNA BUY an automobile? 

Macy’s (New York) depart- 
ment store will sell you a Crosley 
convertible for $1,055, immediate 
delivery. “Buy today, drive tomor- 
row,” says the advertisement. 
“Canary-yellow—feels as roomy on 
the inside as a big car—maneuvers 
on a dime. Road speed better than 
60 miles per hour. Gasoline con- 
sumption, 35 to 45 miles per gallon, 
One-third down. Balance in 12 to 
15 months.” 


It’s amazing how few of Washing- 
ton’s forecasts of postwar condi- 
tions came true. Remember the 
elaborate plans to prevent unem- 
ployment? 


x 


“Keeping up with the Joneses” 
may not always work out but 
keeping up with the procession is 
a merchandising must. 


% * 
Make It Simple! 
FEW DAYS ago we received 
an unidentified clipping which 
seems to be worth passing along. 
It reads as follows: 

“Some time back, someone wired 
the Bureau of Standards, and asked 
whether hydrochloric acid could be 
used for cleaning out some pipes. 
The answer came back ‘Uncertain- 
ties of reactive processes make use 
of hydrochloric acid highly un- 
desirable.’ 

“The inquirer wrote back thank- 
ing the Bureau for the advice, say- 
ing that he would use the hydro- 
chloriec acid. The Bureau wired him 
again ‘Regrettable decision involves 
uncertainties. Hydrochloric acid 
will produce submuriate invalidat- 
ing reactions.’ Again the man wrote 
thanking them for their advice, 
saying that he was glad to know 
that hydrochloric acid would be all 
right for him to use. This time the 
Bureau wired him in plain English 
‘Hydrochloric acid will eat hell out 
of your pipes.’ ” 


x “ x 
The man who growls all day often 


complains because he is dog-tired 
at night. 
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ee GANG EDGERS — those light but strongly constructed edgers for 
than portable or small mills for getting out large production of boards 
io and small dimension lumber. Quick, easy adjustment of saws. 
i2 to 
No. 2 EDGER produces up to 1500 feet per hour up to 16” width. 
No. 3 EDGER, 1500 to 3000 feet per hour up to 21” in width. Write - 
ing- for complete specifications. LANE 
na No. 2 GANG EDGER 
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del P ciaities, Bic. Band Saw on market—cuts to the cen- 
— ap ter of a 24” circle on pieces up to 1114” thick. Sturdy east iron 
wrote Be District Sales Representatives base provides complete rigidity and prevents creeping. Available 
vice, & Mr. B. F. Tazler ‘ie dk i Sie ; for IMMEDIATE DELIVERY. 
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4 eston naerson 
5 Established 1921 
3 606 W. Kirkwood St., Fairfield, Ia. 
often ‘ ie aac nes re 
tired 
DIVISION OF ST. PAUL FOUNDRY AND MFG. CO. 
(ANG @] 
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Picture Window Combination 
A three-unit picture window 

combination with a large center 

glass area for an _ uninterrupted 
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view, and out-swinging casements 
on either side for ventilation, has 
been introduced. The _ standard 
Fenestra steel picture window fea- 
tures a large fixed-light sash, 
glazed with a single pane of glass 
and flanked by smaller casements. 
The vents are opened and closed 


PROD GIES Pause AUIOS UMERATURE 


by finger-tip control. It has nar- 
row steel frames and muntins. 
Screens and storm windows may 
be safely and easily attached from 
the inside. The combination may 
be used in a wall, bay or oriel, or 
in a corner. A window seat and 
book shelves may be built around 
it. For more complete information 
write Detroit Steel Products com- 
pany, Dept. AL&BPM, 3103 Grif- 
fin street, Detroit 11, Mich. 


Decorative Wood Mouldings 


Of genuine wood, the mouldings 
are authentic designs in classical 
and modern patterns for all uses. 
These are cut clean to apply in- 
stantly with no sanding. They 
come in random lengths or quantity 
orders made to specifications. If 
dealers do not wish to carry stocks, 
shipments will be made directly to 
the customers. For a copy of a 
new catalog, listing all of the vari- 


ety of mouldings available, write 
Bendix Manufacturing company, 
Dept. AL&BPM, 192 Lexington 
avenue, New York 16, N. Y. 


New Aluminum Prefab 


Just announced is a standardized, 
unit type, arch roof, all aluminum, 
self-supporting building. The de- 
sign is one that is 


said to have 





been used in the Aleutian islands. 
The 36x60 foot building has many 
uses since there are no posts or 
other obstructions. The entire floor 
area is available for use. Suggested 
uses are for farm implement stor- 
age shed, cattle shed, crop storage 
barn, tool house, workshop, ete. In- 
dustrial uses include machine shop, 








HOME TRAINING 
Prepares You for Opportunities as 


Building Contractor 


Soc 
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The Building Industry uses men with organizing ability by the thou- 
sands in construction, supervision, management, sales. Properly 
trained men needed in production, distribution, finance, installation, 
marketing. 


PRACTICAL HOME STUDY TRAINING — 
EASY TO LEARN BY THIS PLAN 


Home Builders Training Institute has developed a training program 
that makes rapid progress possible. Gives you the all around train- 
ing you want to prepare you for advancement. Modern methods 
making use of visual aid illustrations make it easy to learn. From 
the very first lesson assignments the type of information provided is 
the kind that can be useful to a man taking part in building. 


Get Free Information Now 
Mail Coupon — No Obligation 
Your request for information does not obligate you in any way. We 


shall be glad to give you full details about our program and explain 
just how you can complete it right in your own home without inter- 


—_—_— 


RELIABLE SERVICE 


KITCHEN CABINETS 





Dealers know they ecan- rely on Fiddes 
Moore for prompt. delivery of outstand- 
ing building produets. F-M_ service is 
the keynote of our relations with aggres 
sive dealers. 

Fiddes-Moore products inelude: Versa- 
tile Westbilt Kitehen Cabinet Units . . . 
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fering with your present work. 
TODAY. 


7050 N. Glenwood Avenue, Chicago 26, 


Contracting. 





FILL OUT THE COUPON, MAIL IT 


Home Builders Training Institute, Dept. D-711 


Send free illustrated Brochure and other Information about Building 








( ) VETERAN (| ) NON VETERAN 
Name 
Address 
City State 
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Douglas Fir, in a complete selection of 7 PLYWOOD 

sizes and styles: overhead Garage Doors Pg 
. service-styled seetional types with 3 = 
ply fir panels... one-car or two-ear sizes; r) 
Douglas Fir Doors for the heme. . . vari- 8 
j : 8 

ous styles and sizes to satisfy the needs e 
of every builder; Plywood of all types... ’ 
Softwood and Hardwood s 
5 

° ‘ . 8 

Phone or write for details and prices. s 

s 


FIDDES-MOORE 
& COMPANY 


Sales and Service Office: 228 W. LaSalle Street 


Chicago 1, Illinois Telephone Central 5875 





s 
Prompt shipment from Hammond, Indiana, on Kitch- 
en Cabinets, Plywood, Doors and Garage Doors. J 
* 
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DOUGLAS FIR 
DOORS 




















GARAGE DOORS 
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R. A. Holmes C. F, Mimnaugh 


\g yer ip LZ “If I’s Made of Wood We Sell It” 











’ PRODUCTS COMPANY 


525 CORBETT BUILDING—PORTLAND 4, OREGON 


wll West Coast Species 


ammaneae % MOULDINGS y INDUSTRIAL CUT STOCK 
*& FURNITURE DIMENSION STOCK 














2 Qid Gof £2 |DEALER'S CHOICE 


MAKE RECORDS FOR WEAR 









for 
ALL- AMERICAN 
PAINT PRODUCTS 


Dependable quality paint with truly all- Iy\ 
American — your own home-grown — soy 

bean oil incorporated, producing a re- { 
markable white. self-cleaning, durable 

LEAD house paint — a 








COMMONWEALTH 


SOY BEAN OIL HOUSE PAINT 


That’s the record Bird shingles are making on 
roofs in Wisconsin where the climate is plenty 
tough. And, remember! These 1919 shingles were 
made before such Bird improvements as treated 
granules, thick butt construction, shatter-resistant HONORABLE MENTION: 


coating and Weather-Tex surface which give today’s FIBROSEAL Bright Red Barn Paint 


ind shingles ded-saminn, No wonder eles | CongmONWEALTH Super Suillont Aluminum 
P 8 Specialty Coatings 
complete confidence. (heen Reevelh 
%& EXTERIOR—House Paint 
% INTERIOR—Heat-Proof Aluminum Enamel 
% METAL-MASONRY—For Interior, Exterior Uses 





An all-purpose Exterior Paint 
for houses, barns, fences, etc. 










CONTROLLED Every step in the manufacture of Bird 
PRODUCTION Roofings is carefully controlled. From 
GUARDS raw materials through finished product, 
QUALITY more than 100 separate tests are re- 
quired to meet Bird's rigid standards. 


Satisfy your customers—and bring them back for more. Write 
today for full information. 








COMMONWEALTH VARNISH CO. 


BIRD & SON, inc., &AST WALPOLE, MASS. 4124 W. Parker St., Chicago 39, Ill. 
New York Shreveport, La. Chicago 


RO L L- O F KF “The Active Truck Is the Money -Maker™ 
LUMBER TRUCK::.BEDS Since 1918 


Complete Beds Shipped KD. 
EASILY MOUNTED 
Write for Catalog & Prices 




















ywo Minutes 


The R-B COMPANY, 1921 Guinotte, KANSAS CITY, MO. 
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WHAT’S NEW? 





storage shed or warehouse. It em- 
ploys six-foot sections which allow 
the length to be varied as desired. 
Aluminum eliminates the need for 
painting, and it is said to be fire- 
proof and immune to termites and 
rats. For more complete informa- 
tion write Reynolds Metals com- 
pany, Dept. AL&BPM, 2500 S. 
Third street, Louisville 1, Ky. 


Liquid Plastic 

Recently offered to the indus- 
trial and home user is the first 
phenolic resin coating material 
which can be cured without heat 
or pressure. The new material, 
‘alled Phenoplast, can be brushed 
or sprayed on practically any sur- 
face and sets within a few hours 
to form a high-gloss transparent 
coating. It is said to be water-proof, 
fireproof, solvent-proof and chem- 
ical-proof. Suggested uses are on 
flours and furniture that will never 
need waxing or cleaning, on boat 
hulls or decks to prevent them from 











lt Takes Good Logs 
to Make Good Lumber 


—and A-Y has ‘em. Behind the A-Y modem mill is 
choice stand of Ponderosa Pine timber that supplies a 
steady flow of superb quality logs to the A-Y saws. 
A-Y starts with quality in the log—and maintains it 
throughout all operations—right into the finished prod- 
ucts that are shipped to you. 


Yard Stock, Factory Lumber 
Mouldings, Industrial Items 


Member Ponderosa Pine Woodwork 






Alexander-Yawkey Lumber Co. 


Members Western Pine Association 





Prineville, Oregon 





flaking or softening in saltwater 
and to resist barnacles, and to put 
on new paint jobs on automobiles, 
It is not a plastic paint, but a 
phenolic resin in liquid form. For 
further information write Lockrey 


Plastic Products company, Dept. 

AL&BPM, Flushing, N. Y. 

Farm Water Systems 
Introduction of a completely 


new line of deep and shallow well 
self-priming centrifugal jet water 





systems has just been announced. 
The line contains 46 models of elec- 
tric driven units, as well as 11 mod- 
els powered by gasoline engines. 
Production facilities have been ex- 
panded to accommodate the manu- 
facture of this new line. Pump 
and- motor are horizontal and off- 
set; no moving parts below ground. 
The jet system is self lubricating 
and water pumping is fully auto- 


matic. For further’ information 
write Barnes Manufacturing com- 
pany, Dept. AL&BPM, Mansfield, 
Ohio. 


Pipe Joint Compound 
Landen Putty works announces a 
new product added to its line of 


Landen putty and Flexiseal glazing © 


and caulking compound in Pipe- 
Tite joint compound. It contains no 








white lead and it is said can safely © 
be used on pipes of either iron, 7 


brass or copper; for hot or cold 
water, steam, air or gas lines Ii 1s 


said not to dry out, crack or crum | 


ble. For further information write 
Landen Putty works, Dept. AL& 
BPM, Malden 48, Mass. 


Carbide Tipped Saws 


Introduction of a new standard 
line of carbide tipped circular saws, 
to be marketed under the Meyco 
trademark, has just been announced. 


The line will include both standard | 
tooth and fine tooth saws, in six © 
‘anging from © 
Resistance to © 


different diameters 
eight to 18 inches. 


, eee ee ; 
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TERMITE RESISTANT (naturally 
resistant to termite destruction 
according to the U. S. Department 
of Agriculture.) 


DECAY RESISTANT (Nature has 
done for Tidewater Red Cypress 
what man has tried to do for 
other woods through artificial in- 
duction of preservatives.) 


STRUCTURALLY STRONG (General 
strength lies between light and 


rae, 1/4 Purpose iumeer 
yy 6 these Ponts... 


THEN RECOMMEND 


TIDEWATER 


RED CYPRESS 


heavy pines. Structural grades of 
known strength and stiffness are 
available.) 


NATURAL GRAIN (Natural grain 
and texture lends beautifully to 
interior panneling and finishing.) 


EFFECTIVE FINISHES (Takes all 
stains, paints or enamels. No de- 
parture from standard finishing 
procedure required.) 


ALWAYS AVAILABLE IN THE SIZE YOU REQUIRE 
FROM “small stuff’ to TIMBERS 


We also invite inquiries concerning fully fabri- 
cated or partially fabricated vats and tanks. 


~Oo=> Tidewater 


RED CYPRESS 


Can be furnished from St. Louis Stocks 


FLEISHEL LUMBER CO. 


4237 DUNCAN AVE. * ST. LOUIS 10, MO. * NEwstead 2100 


whe Wood Eternal” 
Now Available! 
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COPPER ARMORED 
SISALKRAFT 


flexible, easy 


trong, 
. 1 For door 


to apply 


and window flash- 
ing, as shown, 6— 


10-or 12 in. Copper 
Armored Sisalkraft 
in 1 02. weight 1s 
recommended. 





PURE COPPER PROTECTION 
at '/; the NORMAL COST! 


Copper Armored Sisalkraft is pure electro deposit copper 
reenforced with thousands of crossed sisal fibres and 
bonded with two layers of special asphalt to heavy kraft 
paper. Uniform, lightweight, will not kink, break or tear. 
100% impervious to moisture. For all concealed flashing 
and foundation damp-coursing. Available in 6” to 60” 
widths, copper weights of 1, 2 or 3 oz. per square foot. 


Write for complete information. 


The SISALKRAFT Co. 


205 W. WACKER DRIVE 


DEPT. AL 
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Logged in 1936-1937 


HARDWOODS @ WHITE PINE @ HEMLOCK 


Our sustained yield forest management policy for 
the past thirty-five years is providing for current 
needs of today and future demands of tomorrow. 


DEFEND YOUR TRADE 


with 


MENOMINEE INDIAN MILLS 


Neopit, Wisconsin 


Air-dried QUALITY LUMBER Kiln-dried 
























Bostwick HEAVY DUTY 
STEEL MORTAR BOXES 





For long, tough service...made 
of 14 gauge steel welded into one 
solid piece, these mortar boxes 
are watertight, more durable, 
and easier to keep clean. Avail- 
able now in 4 practical sizes 
while our heavy gauge steel lasts. 





eel 
od 


THE BOSTWICK STEEL LATH CO. 
M. B. 100 HEATON AVENUE e NILES, OHIO 
Send me information as to sizes, ete. 
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Address 








City State 








Dealer’s Name 
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Sensitive to touch 
— light to handle 
— relaxing 


to use. 
G2 


GLASS CUTTERS 


Twelve to a box 


Chapmanized steel 
RED DEVIL wheel. 


A Product of 


Red Devil Tooks. 


IRVINGTON 11, NEW JERSEY 








BURN THE MIDNIGHT OM? 
ESS 





Take Your Wife 


to the movies tonite and 
send us that house plan to 


finish. 


Service prompt—Prices reasonable. 


Lumberman’s 


- 
Plan Service 
120 Machin St., Peoria 5, Ill. 

















wear and abrasion is said to be 
high, requiring sharpening at far 
less frequent intervals and no filing 
at all. They can be used for all 
types of wood, plywoods, composi- 
tion boards and plastics. For fur- 
ther information about these saws 
write W. F. Meyers company Inc., 
Dept. AL&BPM, Bedford, Ind. 


Controlling Radiator Heat 


A steam radiator valve which 
automatically controls the tempera- 
ture of each radiator on which it 
is installed will shortly be placed 
on the market. This design per- 
mits room-by-room: variations in 





heat, adjusted to the preference of 


the occupant. It is much like any 
other air vent in appearance, and 
is installed in place of the ordinary 
air valve. A movable indicator is 
rotated until it points to the desired 
temperature reading on the scale. 
No tools are need2d. For more com- 
plete information write the Heat 
Timer corporation, Dept. AL&BPM, 
160 Fifth avenue, New York, N. Y. 


Decorative Accessories 


Buyers for decorative accessories 
for gift shops will be interested in 
a new brochure showing metalware 
products. Shown in the brochure 
are trays, bowls, cigarette boxes, 
trays, book ends, candlesticks and 
silent butlers, all illustrated. Etch- 
ing plays an important part in the 
manufacture of every pattern of 
this Colorplate Etchware which is 
made of specially processed brass. 
For a copy of the brochure write 
L. F. Grammes and Sons Inc., Dept. 
AL&BPM, 342 N. Union street, 
Allentown, Pa. 


Garage Door Model 


Wilson Foundry & Machine com- 
pany, makers of Wilfamco alumi- 
num garage doors, is making avail- 
able to their distributors and deal 





ers a scale model of their track type 
door mounted in a garage front. 
The door is scaled to 1/12 size and 
is accurate to the last detail. By 
using this model, a salesman can 
make a satisfactory demonstration 
to a prospect showing the actual 
operation of the door. Each mode! 
is supplied with a plywood carrying 
case to facilitate use by salesmen 
going to the house. For further 
information about obtaining this 
model write Wilson Foundry & 
Machine company, Dept. AL&BPM, 
Pontiac, Mich. 


Keyless Door Lock 


Preslok is a push-buiton com- 
bination lock. It locks at the flick 
of a lever, and opens when the 
proper combination is tapped out 
on four small buttons. It’s simple 
enough to operate with one finger, 











yet is said to offer great security. 
The combinations may be changed 
easily and quickly. Installation re- 
quires a single, straight-through 
cut." Promotion and advertising 
plans are now being prepared. For 
more complete details write Secul- 
ity Lock corporation, Dept. AL& 
BPM, Walden, N. Y. 
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Fabric Waterproofing 





m- A new low-cost leather and fab- 
ni- ric waterproofer has been an- | 
il- nouneed. It is a transparent solu- 
al tion which may be sprayed, ! 


brushed, sponged or applied with a 
cloth to any leather or fabric ma- 
terial with a porous surface. It 
penetrates deeply into the pores, 
leaving an insoluble crystal deposit 
which provides permanent protec- 
tion against water and dampness. 
For more complete information 
write Ranetite Manufacturing 
company, Inc., Dept. AL&BPM, , 
1917 S. Broadway, St. Louis 4, Mo. 


New Construction Blocks ia for ) Gifts _ 


Mul-Kra blocks are based on a 


ype patented formula containing wood THE LIVING BEAUTY OF NATURAL WOOD 























we fibre and special mastics, including 
Ani ‘ement. The blocks are identical 
cement. e s are identica a . a ene ee : 
By in size and appearance with regular nlay Pictures — Wood Mosaic Masterpieces ~ Twenty-four to 
ean . ‘ choose from — Handmade of rare. precious woods from all over 
é concrete blocks. It is said the gee deiatiad iL" wha “nei 
ons i cilees nis tam eae anal datiiad the world — Applied on %” p ywood plaques — Many match- 
‘ual | lias -” i ’ ed, ing sets — Sizes from 10” x 14” to 16” x 25” — Very reasonably 
del priced — Supply limited. 
I 
ing 
ae Write Today for ILLUSTRATED BROCHURE & PRICE LIST. 
her 
this 
‘ PLYWOOD AND VENEER COMPANY 
c 
PM, | 1732 ELSTON AVENUE, CHICAGO 22, ILLINOIS 
Phone Armitage 7100 Teletype CG 305 
‘Om- 
ick . : 
_ nailed, screwed and have a high 
: compressive strength and thermal 
an conductivity. They are fire resist- 
le . 
npie | ant. Suggested uses are homes, 


ger, garages, coolers and milk houses. 
For further information write 
Marketing Associates, Dept. AL& 
a 904 Lapeer street, Saginaw, 
Mich. 


New Shaper Unit 

The new Redford shaper, just 
placed on the market, combines in 
one compact, precision-built unit 
the full facilities of a shaper, join- 
er, planer and sander. It may also 





Good Lumber Starts in the Forest 





Good logs and good lumber are kiln drying in Moore kilns; and 

as closely connected as two hand- finally it calls for that ‘dressing 

Pe cuffs. That is why we show you a up” of the product in the planer, 

‘ picture of logs on the way to Kirby where experts in finishing see to it 

rity. mills. They are good logs. They that you get that bright, smooth 

nged will become good lumber. lumber which makes your selling 
n re- a The Kirby method of manufac- oe a Sey ee 

ough a i | ture means getting the best out of Posterity too, will buy Kirby 

ising : = the log at the sawmill; it means lumber. 
For be used for drilling. The base is 


eur & aluminum casting. The ball bear- KIRBY LUMBER CORPORATION 


ing splindle is equipped with double 














AL& ie . : i 
seal ball bearings which require — Pine and Hardwoods —_— 
no oiling. All steel parts except 
no & 
” “ BuiLvinc Propucts MERCHANDISER eds 











WHAT'S NEW? 





spindle and quill are cadmium 
plated. It can be used in a wood- 
working shop or as a portable tool 
for on-the-job service. Illustrated 
literature and full information may 
be had from Redford Specialties 
Inc., Dept. AL&BPM, 18437 Salem, 
Detroit 19, Mich. 


House-Moving Equipment 


The Tournamover has been de- 
signed to handle houses up to 25 
feet in width, with easy-to-handle 
insert sections in the torsinal beam 
that may be quickly removed for 
narrower houses. The method em- 
ployed permits advance preparation 
for the job, even to the construc- 
tion of new foundations and base- 
ments at the future location. The 
equipment will completely straddle 
the basement or foundation area. 
It is designed to pick up a house 
and carry it away. The practice of 
raising and lowering a house by 
jacking and blocking has been dis- 
pensed with. For more complete 
details write R. G. LeTourneau Inc., 
Dept. AL&BPM, Longview, Tex. 
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Packaged, 
Labeled and Sealed 


To you who have been patiently 
standing in line awaiting deliveries 
of SUPERCEDAR- our production 
is at last increasing. While in fair- 
ness to all we must continue for 
the present on alloiment basis, we 
are hoping to achieve reasonably 
good service in the near future. 


GUARANTEED The Spectacular Pent-up 
90% Red Heart Demand for SUPERCEDAR 
or Better is — gratifying = 
ealer, reserve space for 

100% Oil Content it in your shed—we are 
— . going to make it availa- 





BROWN s . ble to you as rapidly as 
i , conditions will permit. 
ely 


ee —_— 


Product of 


GEO. C. BROWN & CO. 


GREENSBORO, N. C. 





LARGEST MANUFACTURERS OF 








AROMATIC RED CEDAR. IN THE WORLD 
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Electric Floor Polisher 


Clarke Sanding Machine com- 
pany, manufacturers of commer- 
cial floor sanding equipment, an- 
nounces the availability of a new 
electric floor polisher designed es- 
pecially for household use. High 





speed rotating brush action of the 
machine burnishes surface applied 
wax deep into the pores and crev- 
ices of the floor covering. Weigh- 
ing only 111% pounds it is com- 
pactly designed for economy of 
storage space and housed in die- 
cast aluminum. The polishing 
brush turns at a speed of 1750 
revolutions per minute. Complete 
advertising and merchandising 
campaigns are planned. For fur- 
ther information write Clarke Sand- 
ing Machine company, Dept. AL& 
BPM, Muskegon, Mich. 


Model U Crane 


Designed to solve the material 
handling problems in the building 
material industry, the Hendy Model 
U Crane is constructed for moving 





lumber and other materials in the 
industry. It is said to work with 
great success in hard-to-get-at lo- 
cations. It can travel wherever a 
tractor can go. It has a high lift- 
ing capacity of from 1'» to four 
tons. Enclosed stabilizers permit 
full front axle movement for 
smoother traveling, yet provide 
positive support when swinging 
a load. The three crane controls 







are located within easy reach of the 
operator. For further information 
write Industrial Equipment com- 
pany, Dept. AL&BPM, 4441 Santa 
Fe avenue, Los Angeles 11, Calif. 


Drain Pump 

Back on the market again is the 
Super-Force drain pump. When in 
use the air compressed in the top 
chamber is forced into the lower 
smaller chamber creating addi- 
tional pressure in the eight inch 
bell shaped head with power to 
force or pull up most any obstruc- 
tin. The design of the collar is said 
to provide non-slip feature. For 
more complete details write Super 
Products company Inc., Dept. AL& 
BPM, 114 W. Hubbard street, Chi- 
cago 10, Ill. 


Solar Homes Book 


Combined in the book Your So- 
lar House, is the work of 49 archi- 
tects commissioned by the Libbey: 
Owens-Ford Glass company to de- 
sign houses for indoor-outdoor liv- 
ing. Each architect designed his 
house to fall within the medium 
price bracket in his own state. The 
plans are designed to include the 
use of extensive windows or walls 
of glass. Since every region is 
covered there is a great variety of 
styles from ranch-type houses to 
more compact types and from tra- 
ditional to modern. The first pages 
of the book tell the history of the 
solar house and its place in the de- 
velopment of architecture over the 
years. There are suggestions for 
using the ideas set forth in plan- 
ning a home. For more complete 
information about this book write 
Libbey-Owens-Ford Glass company, 
Dept. AL&BPM, Toledo, Ohio. 





The More You Learn 
(Continued from Page 50) 


farm by farm, by following up 
property transactions (most new 
owners buy property with the in- 
tention of making some changes 
in it), by keeping check on the 
new building permits issued by 
your city and through conversa- 
tions with friends and acquaint- 
ances (they frequently can advise 
you about the building plans and 
needs of your friends). 

Learn how to develop prospects 
into customers: A knowledge of 
how to develop prospects into cus- 
tomers is the distinguishing mar 
of the creative salesman. As met- 
tioned previously, the creative sale 
is made by selling from the cus- 
tomer’s viewpoint. You must ini- 
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Soft textured pine, White Fir and Incense Cedar from Paul Bunyan’s 
high altitude forest logged to his Susanville mill. 
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Air dried, surfaced shipments. 





VRADE MARR 


PAUL BUNYAN LUMBER CO. <a 


Manufacturer and Distributor 














inregss Ponderosa Pine White Fir Incense Cedar ae. 
Ben, aah 1 i SUSANVILLE CALIFORNIA reno 



















Thurston-Flavelle Limited 


Manufacturers of Red Cedar Lumber and Shingles 
Port Moody, B. C. Canada 


The Brand to Rely on for 


Distributed through the Whole- 
Quality Products 


sale Trade exclusively. 














J. M. GRIFFIN & SONS, Ine. 


MANUFACTURERS OF 


PINE AND HARDWOOD LUMBER 


QUALITY LUMBER BOX 380.¢ 





2 l | Wi NEWTON, MISSISSIPPI 


When Better Lumber Is Made 
lt Will Be ““GRIFFIN GRADE ” 








J. P. RINN H. V. SCOTT 


inn -cott Lumber Company 
LUMBER and LUMBER PRODUCTS 





Yard and Warehouse Cini teal General Office 
2759 So. Kedzie Ave. Redding, California 360 No. Michigan Ave. 
Chicago 23, Ill. P. 0. Box 6 Chicago 1, Ill. 
BiShop 4080 | RANdolph 4878 
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plant the idea of what the item 
or package will do for the cus- 
tomer in terms of consumer bene- 
fits. In addition, you must serve 
as a counselor to the customer. The 
very nature of the light construc- 
tion industry requires that the 
salesman give his customer more 
service than is required in connec- 
tion with selling in almost any 
other industry. If you are to make 
a repeat customer and friend of 
the buyer, you must know how to 
help him fit the purchase to his 
purse, to his needs and to his in- 
dividual tastes. You must know 
how to help him arrange the proper 
financing plan and how to handle 
his complaints intelligently and 
satisfactorily. 
SELF APPRAISAL 

THIRDLY, in addition to learn- 
ing your product and your pros- 
pect, you must Learn Yourself. 

You must appraise your person- 
ality, your selling ability and your 
working habits to see where you 
fall short. Then you should take 
steps to correct your weaknesses. 
The impression you make on other 
people can make or break you as a 
salesman. 

There are three things that make 


a good or bad impression on other 
people: A. How you look. B. What 
you say and how you say it. C. 
What you do and how you do it. 

A good appearance requires that 
you be habitually clean, wear neat 
distinctive but not loud clothes, 
and have a good posture. 

How thoroughly you know your 
products, your prospects and your 
selling techniques will influence 
what you say and, to a great ex- 
tent, how you say it. You speak 
confidently and_ enthusiastically 
when you yourself are sold on the 
product and know what it will do 
for the customer. Your enthusiasm 
is infectuous and generates the 
idea in the prospect’s mind that 
you can help him. 

From a_ personal standpoint, 
what you do and how you do it is 
measured in such things as hon- 
esty, dependability, acceptance of 
responsibility, cheerfulness, cour- 
tesy, mental altertness, curiosity, 
friendliness and the score of other 
traits that are reflected in a win- 
ning positive personality and cause 
people to say, “He’s a person you 
will enjoy doing business with— 
you'll like him!” 

In closing this lesson, the one 


most important thing that you the 
consumer salesman of lumber and 
building products can learn about 
yourself is self management. A 
sales manager can coordinate the 
combined work of a number of 
salesmen but he cannot coordinate 
the individual work of the _ indi- 
vidual salesman. If you are to 
Learn More to Earn More, you 
must manage your time so that, 
first, you can make as many calls 
as possible on prospects and spend 
as much time as necessary with 
them, and, second, you can have 
enough time for study by reading 
and hearing the experiences of 
others. 

A survey of successful creative 
salesmen shows that they devote 
about 12 hours a day to their work 
as follows: one hour of planning, 
one-half hour consultation with 
sales manager, seven hours selling 
and closing, one hour servicing, one 
hour estimating, one-half hour 
writing reports and one hour of 
study. This calls for a_ planned 
day that cuts time spent traveling 
from call to call to a minimum and 
reduces waiting time by advance 
appointments, thus making every 
possible minute productive. 




















We Manufacture and Wholesale _ 
Southern Pine and Hardwood Lumber | 


OUR SPECIALTY: 2 x 4—8’ SLYP S4S Std. EE DET A/D 


CORINTH PLANING MILL Co. 


P. 0. Box 501 
CORINTH, MISS. 


Custom Resawing and Surfacing in Transit 


Telephone 968 

















TWIN HARBORS LUMBER COMPANY 


Aberdeen, Washington 


Manufacturers and Distributors of all 


WEST COAST WOODS AND SHINGLES 
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MARKET ANALYSIS 


Current Statistics on 
Output and Distribution 


Lumber shipments of 405 mills reporting to the 
National Lumber Trade Barometer were 6.6 percent 
below production for the week ending Oct. 25, 1947. 
In the same week new orders of these mills were 9.1 
percent below production. Unfilled order files of the 
reporting mills amounted to 57 percent of stocks. For 
reporting softwood mills, unfilled orders are equiva- 
lent to 30 days’ production at the current: rate and 
gross stocks are equivalent to 49 days’ production. 

For the year-to-date, shipments of reporting iden- 
tical mills were 1.0 percent above production; orders 
were 2.9 percent above preduction. 

Compared to the average corresponding week of 
1935-1939, production of reporting mills was 22.5 
percent above; shipments were 16.9 percent above; 
orders were 23.8 percent above. Compared to the 
corresponding week in 1946, production of reporting 
mills was 7.4 percent above, shipments were 9 percent 
above and new orders were 1.2 percent above. 


Southern Pine 

Production of Southern Pine by the 103 mills re- 
porting to the Southern Pine Association for the 
week ending Nov. 8, 1947 totaled 16,578,000 feet. 
This was 1.31 percent above the three-year average 
for the same mills. Shipments for the week ending 
Nov. 8 totaled 16,072,000 feet. This was 1.78 percent 
below the three-year average for the same mills. 
Orders placed during the week totaled 15,468,000 feet 
or 6.70 percent below production for the week. 


Western Pine 

The cut of the 87 mills reporting to the Western 
Pine Association for the week ending Nov. 1, 1947 
totaled 64,155,000 feet. The same week a year ago 
the cut was 62,446,000 feet. Shipments during the 
week totaled 59,800,000; orders totaled 52,217,000 
feet. Shipments were 6.8 percent below production 
and orders were 18.6 percent below production. Un- 
filled orders on hand at the end of the week totaled 
161,018,000 feet compared with 200,012,000 feet a 
vear ago. Gross stocks stood at 687,832,000 feet com- 
pared with 649,147,000 feet a year ago. 


Northern Pine 


Production of Northern Pine by the five mills re- 
porting to the Northern Pine Manufacturers’ Asso- 
ciation for the week ending Nov. 1, 1947 totaled 
1,770,000 feet. The same week a year ago the cut 
was 645,000 feet. Shipments during the current week 
were 1,770,000 feet compared with 920,000 feet a 
year ago. Unfilled orders on hand Nov. 1 stood at 
5,605,000 feet and gross stocks were 34,110,000 feet. 


In the Market Centers 


SEATTLE—Demand is as strong as ever. Upper 
items continue very scarce with no generally recog- 
nized prices. Most deals involve trading arrange- 
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Canadian Mills Reduce Drying and 
Handling Costs by Seasoning Unit 
Packages of Lumber in Moore Kilns 


Westminster Shook Mills, Ltd., and affiliate, B. C. 
Mfg. Co. Ltd., New Westminster, B. C., operate total 
of 19 Moore Cross-Circulation Kilns, having annual 
drying capacity of 85 million feet of hemlock and 
other woods. 


By stacking lumber in unit packages on dry kiln 
trucks, and seasoning with Moore Cross-Circula- 
tion Kilns, these progressive firms have reduced 
drying and handling costs. 


‘Moore Kiln-Engineers have served the lumber 
industry continuously since 1879. Take advantage 
of their experience—let them help solve your dry- 
ing problems. 





MOORE Dry KILN COMPANY 


Oldest and Largest Manufacturers of Lumber and Veneer Dryers 










JACKSONVILLE BRAMPTON, ONT. VANCOUVER. B.C. NORTH PORTLAND 
FLORIDA CANADA CANADA fe) :} xere),| 








HOLT HARDWOOD (0. 


Manufacturers of 


MAPLE @ BIRCH @ BEECH © OAK 
STRIP © BLOCK 
and 
HERRINGBONE 
FLOORING 


BROOM HANDLES 
GRADED SAWDUST 


High Grade Northern Hardwoods 
. “] 
Custom Kiln Drying 


e 
Members: M17. M.A. N.H.L A NH AMA 


Oconto, WISCOnsin 


7I| 

















for 
LUMBER 
VENEERS 
DOWELS 
BOBBINS 


...and all wood prod- 





ucts, rough or smooth. 








INSURE AGAINST GREEN LUMBER 
. . « test moisture as low as 0% 


Avoid errors which result in warping, shrinking, cracking and other 
failures due to improper moisture control. Test flat, curved, rough or 
irregular materials—in three seconds or less—without marring surfaces. 


Moisture Register gives you accurate tests from high percentages 
to lowest ranges at the press of a button. Based on the principle of 
high frequency, power absorption, there's a model to meet your re- 
quirements. Completely portable—easy to use. No points to breek 
off or mar surfaces. 


Write today for complete information, specifying type of material 
and range of moisture content to be tested. Moisture Register Com- 
pany, Dept. A, 133 North Garfield, Alhambra, Calif. 
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Soundbilt is a name that stands for quality in plywood. 
As the name itself implies, Soundbilt is a well-manufac- 
tured, soundly produced plywood. It comes from fine, old- 
growth logs. It is made in a modern plant. Soundbilt is 
a name you'll be hearing more about from now on. 
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ments. One wholesaler has been paying $150 for flat 
grain flooring and $175 for vertical grain. Dimension 
and one-inch stuff continues very strong as a result 
of government buying with prices running from $60 
to $70. The supply situation has worsened the past 
30 days for local wholesale and retail yards; in fact 
supplies are much the same as during the war. Finish, 
veneer and flooring are conspicuously absent. Common 
can still be purchased but at higher prices and usually 
is not bought until the yard has arranged for its sale. 
Yards still fear being caught with high priced lumber 
though they admit it is unlikely because of the in- 
sistent demand. 


TACOMA—Demand is excellent despite high prices. 
There is quite a scramble for immediate delivery. Car 
shortage still constitutes the chief shipping barrier 
and consequently movements are sporadic. Rail log 
inventories are correspondingly affected, but this has 
not seriously curtailed production at the mill thus far 
because log inventories have been heavy. Operators 
are concerned over this week’s announcement that the 
{nternational Lumber & Sawmill Workers Union 
(AFL) expects to open negotiations immediately for 
a 30-cent an hour increase. 


KANSAS CITY—Reports from mill headquarters 
here indicate that producers are oversold for the bal- 
ance of the year. Some producers are refusing to 
accept any new business at current prices, which gen- 
erally are $75 per thousand for common yellow pine. A 
considerable amount of “car selling’’—the sale of lum- 
ber en route to the highest bidder—is taking place. 
Retailers are attempting to build up their stocks, but 
have not been especially successful. Reports to the 
Federal Reserve Bank, Kansas City, from 144 line 
yards in the Southwest shows that inventories are up 
77 percent as of Oct. 1 compared with a year ago. 
Mills reported demand for all lumber far in excess of 
demand. Fir was quoted at $74 per thousand for 
No. 2 and better green dimension; Victory grades oak 
flooring brought $175 to $200; $250 for clears and 
$240 for selects. 


BALTIMORE—Upper grades of hardwood have 
risen from 5 to 8 percent in the last two weeks. Sup- 
plies are reported still short. Top grade oak flooring 
is being delivered to yards here for about $200 on the 
average; the common for $100. No. 2 common birch 
is being delivered around $88 per thousand and pop- 
lar at $100; basswood around $95 and maple around 
$95. Top quality is being delivered around $160 per 
thousand. In Southern Pine the average delivered 
price now is around $85 per thousand on cheap con- 
struction lumber; this price is up about $25 from the 
summer low. Dealers report considerable stocking up 
now from Virginia and Georgia mills. Demand re- 
mains strong. Home building spurted in the early 
fall and building permits for September showed an 
encouraging increase over August. However, building 
permits for the first nine months of this year are 
below 1946 figures. 
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THE NAME SILVER LAKE stampep ON EVERY FOOT 


@ PACKED IN CARTONS @ 


SILVER LAKE co. } ) Chattahoochee, Georgia 


Sold through Regional Distributors 


LOWER PRICED GRADES 

EDDYSTONE 
PELHAM 
NUCORD 
BENGAL 


Mills and Sales Office 








OREGON LUMBER 
COMPANY 


Baker, Oregon 


Producers and Manufacturers 


Famous "John Day" 
Ponderosa Pine 


Since 1889 


Under a sustained yield plan. New 
trees are growing as fast as we 
harvest the mature ones — insuring 


continuous operation for the future. 








AVAILABLE 


Tow FOR |MMEDIATE SHIPMENT 
Me AY DO 


COPPER ALLOYED ZINC 


ROLL VALLEY 

FLAT SHEETS 

CONDUCTOR 

GUTTER . 
CONDU cTOR ELBOW>5 

NGS 

ROOF EDGI 
SHINGLE STARTERS - 
ASBESTOS SIDING TRE 


“The quality product in the middle price class.” 


POTTS-FARRINGTON CO. 


FORMERLY W. F. POTTS, SONS & CO., INC. 


1224 CHERRY ST., PHILADELPHIA 7, PA. 


PHONE: Rittenhouse 6-1525 














SELLING THE PRODUCTS OF 


*THE McCLOUD RIVER LUMBER 
COMPANY 
McCloud, Calif. 


*THE SHEVLIN-HIXON COMPANY 
Bend, Oregon 


_"Member of the Western Pine Associa 
tion, Portland, Oregon. 











NEW YORK 
1604 Graybar Bldg. 
Mohawk 4-9117 


OP aradaasea, Fce Woodwork 





DISTRIBUTORS OF 


SHEVUN PINE 


Reg. U. S. Pat. Off. 
EXECUTIVE OFFICE 
900 First National Soo Line Building 


MINNEAPOLIS, MINNESOTA 
DISTRICT SALES OFFICES: 





SPECIES 


PONDEROSA PINE 
(PINUS PONDEROSA) 


SUGAR (Genuine White) PINE 
(PINUS LAMBERTIANA) 








CHICAGO 
1863 LaSalle-Wacker Bldg. 
Telephone Central 9182 


SAN FRANCISCO 
1030 Monadnock Bldg. 
Exbrook 7041 
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V. 1. Ruhmer Resigns as 
President of Hemlock and 
Hardwood Association 


Vilas I. Ruhmer has resigned as 
president of the Northern Hem- 
lock and Hardwood Manufacturers 
association, Oshkosh, Wis., to be- 
come associated with the Hill- 
Behan Lumber company, St. Louis. 

Mr. Ruhmer was with the asso- 
ciation since 1936. He will now 
make his headquarters on the Pa- 
cific coast in the capacity of west- 
ern manager. 

C. D. Zagelmeier, Michigan Pole 
and Tie company, Newberry, 
Mich., vice president = ~~ asso- 
ciation, now become. president. 


Hoo-Hoo Expansion Plans 
Started on West Coast 


“Pacific coast Hoo-Hoo is on the 
march,” declares LeRoy H. Stan- 
ton Sr., Junior Hoo-Hoo member 





of the Supreme Nine, following a 
swing throughout the state of Cali- 
fornia. 

Plans are under way to get clubs 
active in the San Bernandino-River- 
side district, Fresno, Orange county 
and Nevada City. 

Mr. Stanton is anxious to contact 
men in the industry who will give 
their support in a drive to have 
active clubs in their communities. 


J. A. Thompson, Officer of 
Clinton Lumber Firm, Dies 


J. Arthur Thompson, 67, treas- 
urer of the Eclipse Lumber com- 
pany, Clinton, Iowa, died Nov. 9. 

Mr. Thompson joined the com- 
pany in Minneapolis in 1905. In 
1910 he went with the company to 
Clinton. He was on the board of 
directors of the Clinton Chamber 
of Commerce. 


W. F. Biederman, Executive 
of Lumbermen's Credit, Dies 

Willis F. Biederman, 72, vice 
president of the Lumbermen’s 
Credit association Ine., Chicago, 
died Nov. 5. 

After many years of association 
with the Lumbermen’s Blue Book, 
Mr. Biederman became vice presi- 
dent of the association in 1929 and 
for many years was one of the 
best known figures in the industry. 

At the time of his death, Mr. 
Biederman was one of the oldest 
members of the International Order 
of Hoo-Hoo. 


Companies Announce 

MONARCH LUMBER COMPANY, 
Oakland, Calif., has recently con- 
tracted to handle all sales of the 
products of FEATHER RIVER PINE 
MILLS COMPANY, Feather’ Falls, 
Calif. Feather River Pine mills has 
a new manufacturing plant under 
construction and nearing comple- 
tion at Bidwells Bar, Calif. C. H. 
Land, a partner in the Monarch 
Lumber company is president of 
Feather River Pine Mills company. 


SOUTHWEST LUMBER MILLS of 
McNary and Flagstaff, Ariz., are 
building a new plant at Flagstaff to 











No. 1 Montgomery St., San Francisco * 


Ponderosa Pine 
Sugar Pine 
White Fir, Incense Cedar 


Tarter, Webster & Johnson, Inc. 


P. 0. Box 1731, Stockton, Calif. 


Lumber 
Mouldings 
Cut Stock 






































Low Cost 


Toxic-Water Repellent Preservatives 
Chlorinated Phenol Toxic Base. Positive protection against Rot, 


Fungi, Termites, Excess Moisture, etc. Formulations to meet all 
official specifica tions. A profitable retail item for Lumber Yards. 


Write for technical data, tests, samples, etc. 


CRE-0O-TOX CHEMICAL CO. 
2 % N 


M E.MP HW 1S, 
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Scribner’s Lumber & Log Book 


Indispensable for lumber merchants, sawmill men, etc., 
190 pages, vest’ pocket size, giving tables on scantling 
and plank measure, round timber reduced to square 
timber and round logs reduced to inch measure by 
Doyle’s Rule, log tally calculations, and other valuable 
information. Over 2,500,000 copies sold. 


75c POSTPAID 


American Lumbermaan, Inc. 
139 N. Clark St. 


Chicago 2, Illinois 
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Established 1850 


Cross, Austin & Ireland 
Lumber Company 


1246 Grand St. Brooklyn 6, N. Y. 
Telephone Evergreen 8-9000 


Lumber - Timber - Millwork 

















SAWMILL MACHINERY 


MANUFACTURERS of a complete line of sawmill ma- 
chinery . . . PORTABLE MILLS ... BAND MILL 
CARRIAGES ... EDGERS ... TRIMMERS... 
SHOTGUN STEAM FEEDS... STEAM NIGGERS... 
LOG STOP AND LOADER . . . AUTOMATIC FEED 


TABLE FOR PLANING MILLS. WRITE FOR CATALOG 
AND “POWER HOUSE.” 


2 le <p As | 


MILL SUPPLIES 





MACHINERY 
CORP. 


“Everythin for 
the mechanical 
transmission of 
power.” 


see ) 
OL) 














Anaconda Copper 
Mining Co. 


Lumber Department 


Bonner, Mont. 


Manufacturers of 


Ponderosa Pine, Fir and 
Larch Lumber 








J. W. Wells Lumber Co. 


Montgomery I, Alabama 


o 


Manufacturers 


Southern Hardwoods and Pine 











Prompt Service on 


SAW REPAIRS 


We are continually adding new machines to increase 
production and give better service. Our new surface 
grinder, just installed, has increased our production 
on all repair work considerably. 


Cut-downs now take 30 days or less. 
All other repair work done promptly. 
Best equipped saw Factory in the South. 


| J. H. Miner Saw Mfg. Co. 
| Meridian, Mississippi 


Incorporated in 1912 The Original Miner Service 
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RAINY LAKE LUMBER CO. Ltd. 
SALES OFFICE: 2020 Conway Bidg., CHICAGO 2, ILL. 


Selling the Products of J A MATHIEU, Ltd, Rainy Lake. Ont. 
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replace the one destroyed by fire. 
The company has embarked on a 
large, long range plan of operation 
and in recent years has acquired 
large forest holdings which are 
planned for sustained yield. Presi- 
dent of the company is J. G. Mc- 
Nary. C. J. Warren is vice presi- 
dent in charge of plants and Paul 
Freydig is vice president in charge 
of logging. Sales manager is L. A. 
Cheshire. 


DON B. WALLACE & COMPANY, 
lumber wholesalers and importers 
of Detroit, announce the opening of 
a new district office in Grand 
Rapids, Mich. E. R. Hickman is 
district manager, with offices at 
613 Association of Commerce build- 
ing. 


The WILLIAMS PLYWOOD COM- 
PANY, Indianapolis, Ind., headed by 
J. M. Williams and C. W. Williams, 
has opened a distributing jobber 
business to serve dealers in In- 
diana, Ohio, Kentucky and Illinois. 
The company will offer fir plywood, 
fir doors and allied materials. For 


Buy the 
ANOWN BRANDS 









































RUGG Lumber company, Greenfield, Mass., entered this attractive display featuring nationally 

advertised brands in the window display contest for retailers sponsored by the local chamber 

of commerce in cooperation with the Brand Names Foundation Inc. Aim of the contest was to 
make shoppers in the Greenfield area more keenly aware of brand names. 


the time being sales offices will be 
located at 222 Chamber of Com- 
merce building. 


UNIVERSAL ZONOLITE INSULATION 
COMPANY, manufacturers of vermic- 
ulite building and insulation prod- 
ucts, have established eastern divi- 
sion sales headquarters at 50 
Church street, New York 7. W. A. 


Olsgard has been named eastern 
sales manager to serve New York, 
New Jersey, Pennsylvania and 
New England. 


3ECKEMEIER-JANSEN LUMBER 
COMPANY is the new name of the 
CHRISTMANN VENEER & LUMBER 
COMPANY, 3301 N. Hall street, St. 
Louis. The company is a distribu- 








96—New Band Resaw Blades, 


Mail check with 


listed abové are sold. 





NEW BAND RIP & RESAW BLADES | | 


For Immediate Delivery 
72—New Band Rip Saw Blades, 4”x22’6"x18 Ga. 
x 1144” TS. Special Low Price Each $31.50. 
5”x22’x18 Ga. x 
114” TS. Special Low Price Each $38.50. 


order for number of blades 
Orders will be accepted and filled only until lot of blades 


UNITED SAW & TOOL CO. 


1965 E. Milwaukee Ave. 
Detroit 11, Michigan 


wanted. 











PLANER and JOINTER KNIVES 


also high speed knives and molding cutters 


lee the woodworking industry. 


at 


“TAYLOR-STILES & CO. 


Riegeisville, New Jersey 


Western Agents: 


Hall & Brown, W. W, Machine Co., 
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St. Louis. Mo. 





H. B. Jordan, Gen. Mgr. 
J. B. Deutsch, Detroit Mgr. 


Clarke County Lumber Mills 


Wholesale Forest Products 


Manufacturers Boxes, Shooks, Pallets, 
Crating and Fabricated Items. 


Phone: TEmple 1-2924 
834 Maccabees Bldg. 
DETROIT 2, MICH. 





C. M. Jordan, Treasurer 


2 we 2 


Phone: L. D. 167 
Anderson Building 
THOMASVILLE, ALA. 








ML ddl 








RUSSELL & PUGH 
LUMBER CO. 


SPRINGSTON, IDAHO 
Idaho White Pine 


Ponderosa Pine 

Douglas Fir 

White Fir 
Cedar 
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PAUL B. BERRY For Immediate Delivery 


Wholesale — Commission 


Grand Rapids 6, Michiaan Streamline Birch Flush Doors 
ra 2 ' 3 24" -20 == 30 eae 37" X 6's" x 134" 
If you can furnish any of the following FIVE TO A CRATE 
(or anything else) write or wire me. 
1 or more cars softwood boards and dimen- *2—4 Cross Panel Doors 
sion KD or AD, machined; also panels, shorts, 24"'—28"—30" —— 32" x 6'8" x I," 
cutoffs. 1 or more cars 5/3” and thicker hard- 
woods, mostly 4/4” & 5/4” KD or AD. Send ” SEVEN TO A CRATE 
me your stock and price lists. FOB Sardinia, O. 














| HARDBOARD 
aoe ) Light Colored Surface 
1s to i" x 4' x 12’ 
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Finnish Birch Plywood 
All Thicknesses and Grades 


ork, 
and 
EXCLUSIVE SELLING AGENTS: 


— oo 
446 nnnww® Yost-Blackwell Lbr. Co., Notasulga Lbr. Co., 





3 a —— Ozark & Enterprise, Ala. Notasulga, Ala. mussman and shafer. ine.. 
[BER PINE PLUME LUMBER Co. | 15 East Third Street 
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St. BELL BUILDING, MONTGOMERY, ALA. 
‘ibu- 


ESTABLISHED 1899 


cincinnati 2. ohio. u. 8s. a. 
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C. E. Klumb Lumber Company 


C. E. (ROY) KLUMB, Sr., Owner 





Wholesale Lumber Distributors 


An Experienced Lumber Service That Knows the 
Producer's Problems and the Buyer’s Needs. 


167 CRYSTAL SPRINGS, MISSISSIPPI 


ing “In the Heart of the Deep South” 


ad Phone 169 : P. ©. Box 391 It's CLEAN Treated Wood 


= Decay-resistant''Wolmanized*” lumber offers 


has over 20 years of rot resistance behind 


S U GAR & WwW E ST E R N it. American Lumber & Treating Company, 


¥ rey N E A GE N cy, IN C. 1646 oe Building, Chicago 4, Illinois. 
*Registered trademark U.S. Pat Off. 
#1 MONTGOMERY ST. 
SAN FRANCISCO, CALIFORNIA és 


" re i GA R os 
PP t \, E Shop 
, California Ponderosa Pine 


Mouldings and Cut Stock 


| Sugar Pine Specialists for 45 Years “a 























all of wood’s natural advantages—it's light, 
easy to erect, odorless, clean and paintable. 
This service-proved brand of treated wood 
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WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 
it WORKS BETTER. 





Most dealers report: 
“Our sales of Dur- 
ham’s Rock - Hard 


( Here's the one that ) 





tor of hardwoods, softwoods and 
plywood. Martin Beckemeier is 
president and treasurer; B. C. Jan- 
sen, vice president and secretary, 
and G. N. Beckemeier, assistant 
secretary. 


ROUNDS & PORTER COMPANY, man- 
ufacturers and wholesalers, 
Wichita, Kans., opened a new ware- 
house and general office Oct. 24 & 
25 with a dinner, tour of inspection 
and entertainment. 


DRUMMOND, former district man- 
ager in Missouri, Kansas and Ne- 
braska succeeds Mr. Hutchison in 
the central territory. He in turn is 
succeeded by JERRY J. HOWE. 


Appointment of THOMAS G. 
WRIGHT as assistant to the general 
superintendent of Pittsburgh Plate 
Glass company’s plate glass fac- 
tories has been announced. Mr. 
Wright has been associated with 
the firm since 1930. 


PHILIP G. DEUCHLER has been ap- 
pointed to the newly-created posi- 


Water Putty keep 
doubling, year after 
year.” What’s more, 


S ponato 
DURHAM 
COMPANY 


tion of production manager, Roof- 


Durham’s Rock- 


gives you by far the 

best profit-margin on 

any product of this . , 
nature. Use it yourself, and you'll quickly 
see why it sells.so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or chip off. Durham’s Rock-Hard 
Water Putty does not shrink. Absoiutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. e Packed twelve 1-lb. cans or four 
4-lb. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-Ib. drums for 
industrial users. 


The PLASTIC Repair Material 
in POWDER Form 


MANAGEMENT 


Guarantees the true spirit of 


Sleshitality 


. +. it always prevails in every 
perfect detail of the service and 


atmosphere you'll enjoy at 


Lhe 
DRAKE 


Chicago 


Edwin L. Brashears 
PRESIDENT 


Des Moines 4 
Hard Water Putty oe lowa 





The acquisition by purchase and 
option of one billion 300 million 
board feet of lumber in standing 
timber in California has been an- 
nounced by the RALPH L. SMITH 
LUMBER COMPANY, Kansas City, 
Mo. Ralph L. Smith, president of 
the company, announced there will 
be enough timber for a 20 to 25 
year cut on a two-shift basis and 
that plans call for construction of a 
new planing mill and dry kilns. 


RooT LUMBER COMPANY, Piqua, 
Ohio, will cease operations by De- 
cember 31, 1947, according to Don 
Root, owner of the company. Mr. 
Root started the company in 1925. 


Appointments and Promotions 


ARTHUR NIKAND has been ap- 
pointed factory manager of the 
Portland, Ore., plant of the Hyster 
company. He has been with the 
company since 1934. 


Directors of the Masonite corpo- 
ration, Chicago, promoted three 
officers of the company. JOHN M. 
COATES and WALTER G. STROM- 
QUIST were elected vice presidents 
and BEN O. ANDERSON was elected 
treasurer. 

T. G. GILL, expert wood technolo- 
gist, has joined the laboratory staff 
of the Timber Engineering com- 
pany, Washington, D. C. Mr. Gill 
is a member of the Society of 
American Foresters and the Forest 
Products Research society. 


D. A. HUTCHISON, formerly dis- 
trict sales manager for the Illinois, 
Wisconsin and Indiana territory 
for Sterling Tool Products com- 
pany, Chicago, has been advanced 
to the position of assistant sales 
manager for the company. J. M. 
WARNIMONT, former assistant sales 
and advertising manager, has been 
named advertising manager. V. H. 


November 


ing division of the Celotex corpora- 
tion, Chicago. Prior to his promo- 
tion, Mr. Deuchler was works man- 
ager of El Rey Products company, 
Celotex roofing manufacturing sub- 
sidiary at Los Angeles. 


PRATECT YOUR HOME FROM 
BERCULOSIS 


Buy 


Colonial Cedar Company 
Is Now a Corporation 


Of interest to the building prod- 
ucts trade is the recent announce- 
ment of the incorporation of the 
Colonial Cedar company, Seattle, 
and the statement of Charles E. 
and Ruth N. Putman, former own- 
ers of the company, that they are 
retiring from active business at the 
end of this month. 

Mr. Putman has been in the shin- 
gle business for 37 years and was 
the originator of the “Fitite” 
processed shake. 

E. L. Conor is president of the 
new corporation which will carry on 
the functions of the Colonial Cedar 
company and H. W. Neuman is sec- 
retary-treasurer. Mr. Connor has 
been manager of the company for 
the past four years and Mr. Neu- 
man has been manager of the plant 
of the West Coast Stained Shingle 
company, Seattle. 
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